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Frank H. Davis Says New Men Are Not Hard to Get 


VICE PRESIDENT OF EQUITABLE LIFE OF NEW YORK DECLARES 


PRESENT CONDITIONS ARE IDEAL FOR 


6¢Yl SEEMS to me that it is about 
] time for some one to explode this 
idea that it is so difficult to get 
men to come into the life insurance 
business just now,” said Frank H. 
Davis, newly elected vice-president of 
the Equitable Life of New York, in an 
interview with a representative of THE 
NATIONAL UNDERWRITER the other day. 
“Some of the best life insurance ag- 
ency men in the country have written 
considerable to the effect that it is 
hard to get new men, that opportunities 
in other lines are so great that men do 
not seem to be attracted to life insur- 
ance, and that the average general 
agent must be content to go along mak- 
ing very few additions to his staff. 
Plainly speaking, this is all bunk. It is 
not hard to get new men now and has 
not been during the past two or three 
years, 


Hard Times Poor Times 

For New Men 

“Just figure it out. When is the best 
time to bring men into the life insur- 
ance business When there is a finan- 
cial depression, when thousands of men 
are out of work, when all kinds of sal- 
aried men, good, bad and indifferent, 
are seeking work, any kind of work, to 
keep them going? No. During times 
of financial distress men walk into life 
insurance offices all over the country 
by the hundreds seeking employment. 
They want to do something to make 
some money. They are not particular 
what it is. What kind of a selection 
general agent get under those 
About the poorest you can 
imagine. In order to find a few really 
good men he has to sift and sift and 
sift. When times are hard men try to 
get into the life insurance business not 
because they believe in it or have 
come convinced that it is a great busi- 
ness with a promising future, but sim- 
ply because they must earn some 
money at something and they turn to 
life insurance because it seems to offer 
the chance to make a little money on 
the side. Very few good men ever got 
into the life insurance business in pan- 
icky times or during periods of unem- 
ployment. 


New Man Has 

Better Chances Today 

“The time to get really high-grade 
men is when conditions are just about 
as we find them today. Life insurance | 
is now at its high-water mark. People 
generally have a higher regard for life 
insurance than ever before in the his- | 
tory of the business. Life insurance 
stands well. It is looked upon favor- 
ably. This is not mere opinion, but | 
anyone familiar with the facts knows 
that life insurance has been purchased | 
in larger amounts and by more people 
during the last two years than ever | 
before. This simply means that the | 
new life insurance man has two or 
three times the chance he formerly had | 
to succeed. He can go out today and | 
get business quickly. His chances of 
making good are unquestionably better | 
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than they ever were in the old days. 
The life insurance companies have 
something to offer to prospective 
agents today. It is no longer necessary 
for a man to drag over a period of six 
months or a year producing scarcely 
nothing and earning very little for him 
self. A life insurance company 
almost guarantee to the new agent a 
good income practically from the start. 


Can Not Get Large 

Numbers of Men 

“IT do not argue that it is possible 
to get a large number of men today. 
Those who would make smaller 
ducers and do only a modest amount of 
business are almost unavailable today. 
They are the ones who have had their 
financial positions greatly improved. 
hey are in better shape than 
fore, and are not inclined to shift about 
much today. However, men in this 
class do not make high-grade life 
surance men, and the inability of the 
life companies to attract them today is 
hardly to be regarded detrimental 
from the standpoint of the companies 
But there are plenty of good men wh 
are earning, say $300 or $400 a month 
This is about as far as many men can 
i great many endeavor 
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lines 


ATTRACTING NEW AGENCY 


When ‘they salary of that 
ure they have gone about as far as it is 
possible tor them to men of 
this type that we have been able to i 

terest in life insurance work. They 
can be made to see that the opportunity 
exists, that business is plentiful, and 
that the future that life insurance offers 
is far and away ahead of anything that 
they can hope to get in their own con 
nection. 
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Agents Development Depends 

On General Agent 

“Perhaps my ideas about bringing 
men into the life insurance business are 
somewhat peculiar, but I believe that 
the general agent himself is wholly 
for the success failure 
is made by the men he into 
Suppose a general agent 
new man, that the man goes 
along for a few months producing only 
a fair amount of business and then 
drops out. Whose fault is it? Can the 
blame be laid at the door of the new 
agent or should it be said that the gen 
eral short-sighted in hand 
ling believe that is en 
tirely general agent It the 
new not show very much 
life insurance business, 


sponsible or 
that 
the 


hires a 


brings 


business 


agent was 
his man? I 
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agent does 
interest in the 
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vision. 


is a failure. 
success. 


roadhouse. 


cry “good luck.” 
sharpens his talents on it. 


will be wasted. 
policies. 
ance business long. 
heartily subscribe. 
it.” 


you quit.” 


cannot get along. 





EPIGRAMS BY F.H. DAVIS 


(FROM A TALK BEFORE THE NEW YORK LIFE 
UNDERWRITERS’ ASSOCIATION) 


Always believe you can do what the other fellow can do. 
The big thing that will keep you going is the power of 


Co-operation is a fifty-fifty expression. 
accept everything and give nothing. 

The man who is producing $500,000 when he should write a million 
The man who produces his maximum of $250,000 is a 


Get hooked up to a definite program or you will fail. 
a Ford car will go farther than a Pierce-Arrow which stops at every 


I don’t believe in luck except bad luck. 
to pin on it an excuse for their failure; when another goes ahead they 
The wise man accepts hard luck as a grindstone and 


Training is all right; knowledge is all right; but only when both 
are used in conjunction with other qualities. 
learning you will pick up knowledge; if indifferent, the teacher’s efforts 


A wise life insurance man goes to school when he is selling his 
He learns from people. 
by contact with their fellow men, but they do not stay in the life insur- 


~ have run across an -!ld 2nd a new saying, to both of which I 
Carlyle said the old one: “Men fail in their schemes 
not because of the lack of strength, but because of the ill direction of 
The new one comes out of the West, and adds to “be sure you're 
right, then go ahead,” this amendment, “be sure you’re wrong before 


The greatest indoor American sport is kidding oneself. 
are only 2.75 per cent as good as we think we are. 
highly commendable, however, if we have other qualities to match self- 
confidence, but there is nothing so pathetic as the merely conceited man, 
the fellow who will not learn, who thinks he is not appreciated, who 
feels that no one is helping him, who doesn’t blame himself if he 


your 


It doesn’t work when you 


Remember, 


Some men use that term 


If you are receptive to 


Some men never learn anything 


Some of us 
That’s all right, 
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why doesn’t he? Simply the 
general agent has not said anything or 
anything that has stirred up any 
enthusiasm in the new agent 


Future Rests With 

Man In Charge 

“The new man must get his pep and 
enthusiasm and interest from the man 
that hires him He can not be expected 
to create it himself. If he does not 
work, it is not half much his fault 
as the general agent’s. The general 
agent should to it that he 
work [The general agent has brought 
him into the business, and it is up t 
the general agent to develop him, to 
him along, to teach him and 
life insurance man out of him, 
new agent could make a life in 
man of himself, why should he 
waste time with the general agent? 
The general agent is there to develop 
he man and what the man 
almost wholly dependent on what the 
general agent does. The general agent 
who will not give the new man the 
time and attention that is necessary to 
bring out the qualities that every life 
insurance salesman has to have is not 
properly qualified to hire new men and 
should give all him time to personal 
production. 
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General Agent Can Not 
Excuse Failure of Men 
“Whenever a general agent tells me 

that he can not get any good men to 

come into life insurance work, and that 
there is no good agency material in the 
section of the country over which he 
has supervision I know that that gen- 
eral agent is a very poor selector and 
developer of Whenever I learn 

that a general agent has hired, say 100, 
rents over a given period of time and 

per cent of them have 
become life insurance suc 
cesses, | know that the general agent 
has not burdened with a particu 
larly poor class of men, but that he has 
failed to develop them properly, has 
not given them the proper life insur- 
vision and has not brought out 
the qualities that make a life insurance 
salesman. In a word, if an agent fails 
to make good it is almost invariably 
the fault of the man that hired him and 
very seldom due to his own shortcom- 
ings A general agent may say that 
an agent is utterly hopeless, but if he 
is, why was he hired in the first place? 

Certainly there is no credit due the 

general agent who contracts with poor 

men, and who knows that they are poor 
when he contracts with them. When it 
comes right down to it, it is rather hard 
for a general agent to excuse failure 
on the part of his men. He is so 
largely responsible for what they do 
that their success is, to a large extent, 

a very fair measure of the ability of the 

general agent. , 

What the Prospective 
Agents Think 
“It takes a little time to hire and de- 

velop a new man. Agents can not be 

rushed into this business and expected 
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to make good. They must be devel- 
oped gradually. For example, what is 
the mental process of the man that I 
am trying to bring into the life insur- 
ance business? He thinks, ‘This man 
Davis will paint a rosy picture to me. 








He is hired by the Equitable Life to | 
get men to work for him. The more 
men he brings into the business the | 
more credit he gets. He will tell me 


almost anything in order to get me to 
sign a contract. I will have to discount 
everything he says about 50 per cent. 
It can not be taken at its face value.’ 


New Man Should Make 

Own Decision 

“It is only natural for the prospective 
agent to think just that. What the 
general agent has to do is to make the 
new man see that he must decide what 
he is going to do himself. He must 
be shown that the Equitable Life is 60 
years old and is doing millions of dol- 
lars worth of business. It just does 
not need any particular man. It does 
not need him, or it does not need me 
or any 
staff. It will get along very nicely al- 
most irrespective of who leaves or 
comes. But the man must be made to 
see that it is very important what hap- 
pens to him. He is the one who is 
going to be vitally affected if he makes 
a life insurance connection, not the 
company or the general agent that hires 
him. In other words, he must sell 
himself the life insurance business. 
Should Be Given 

Plenty of Time 

“T have always felt that it is a mis- 


take to try to sign a contract with a | 


new man at the conclusion of the first 
interview. Let him cool off. It is 
better to have him lose his enthusiasm 
for the business before he goes into it 
than afterwards. If you as a general 
agent are able to enthuse him, but his 


enthusiasm is only momentary, you 
had better find all this out before you 
sign a contract with your man. Let 


him come back a second or third time. 
Let him think the thing through long 
enough to make a real decision. Let 
him talk with his wife about it. These 
general agents that bring men into the 
business for the purpose of getting any- 


other individual member of the | 


| thought or study, 


thing out of them that they can is all | 


wrong. 
O'd Methods Now 
Out of Date 


“Ll believe the old idea of production 


in spite of everything or no matter how | 


it secured is sadly out of date. A 
general agent can hire almost any man 
and get a certain amount of business 
out of him. The new man will write 
his friends and relatives and then drop 
out. General agents who work on this 
basis are not doing anything for the 
life insurance business, but injuring it. 
They are not even helping themselves. 
There are plenty of good men available 
today to the general agents who are 
willing to spend the proper amount of 
time in first convincing them that the 
life insurance business has some oppor- 
tunities, and second in cultivating the 
new men closely in the development 
stage. 


Attitude on Part 

Time Question 

“I do not quite agree with many on 
the part time question, particularly as 
it is applied to the large cities. Sup- 
pose a man has worked for five or six 
years to establish himself in a position 
that pays, say $300 a month. He has 
a wife and two or three children. 
Should he be expected to leave the po- 
sition that it has taken him years to 
work up to to go into the life insurance 
business on a commission basis without 
knowing whether he is going to be a 
success or not? Is such a course fair 
to him? Is it reasonable to expect 
that men are going to do this sort of 
thing? Why isn’t it a good idea for 
men of this kind to try their hand at the 
life insurance business during odd mo- 
ments or in the evening? Suppose they 


is 


act as part timers for six months or 





IFE INSURANCE is 


now in the 
big business class and as big busi- 
ness demands big men, there is a 


correspondingly bright future for those 
business today, 
Gengnagel, 


| who are entering the 
in the opinion of Harry B. 


| manager of the life and accident depart- 
| ments of the Travelers at Omaha, Neb., 
insur- 
valley 


and one of the successful life 
|} ance producers in the Missouri 
territory. 


Mr. Gengnagel was born in Dayton, 
graduated from Deni- 
in 1903 and started his 
life insurance career with the Equitable 
After 
he assisted in 

colonization 
Kan- 
Ia. 
completed, 
he again turned his at- 
the 
Travelers as special agent*in the life 
in 


Feb. 
University 


7, 1881, 


son 
Life of New York at Dayton. 
two years of that work, 
organizing a land and 
project, locating headquarters at 
sas City, Mo., and Des Moines, 
When that project was 
early in 1915, 
tention to life 


insurance, joining 


working 
manager 


accident department, 
Iowa. He was made 
| Omaha, Jan. 1, 1917. 


Future for Rate Book Man 


Answering the question, “What fu- 
| ture is there in life insurance for the 
rate book man?” Mr. Gengnagel says: 

Big business attracts big men. W hen 
the life insurance business was in its 
infancy and even up to a few years ago 


and 


at 


place among the big business industries 
of the world, life insurance attracted 
men of mediocre ability. 

At that time men turned to life in- 
surance as a last resort. They had 
failed in business, or at least failed to 
make a success of the business they 
were in, and then bec 
engage in life insurance 
capital to invest, without any delay, 
and seemingly without any serious 
they picked up the 
rate book and went out on the street. 
As a result, the life insurance business 
has shown more failures for men en- 


without any 


gaging in the work than almost ali 
other lines of business combined. 
Big Business Demands Big Men 

Today all this is changed. Big busi- 


ness demands big men, and because the 
life insurance business is today built 
upon Service, the type of men engaging 
in the business is of the very highest. 
To the man who contemplates engag- 
ing in life insurance I have only this 


WHAT CAN. THE AGENT “ANTICIPATE? 


Life hen} in : Big parE Class—Big 
Business Demands Big Men, says H. B. Gengnagel 








when it had not yet assumed its present | 


| destiny—in 


ause they could | 





so, and then finally decide to go into 
the business on the whole time basis. 
Are they not better equipped, and will 
they not make better life insurance men 
than if they were brought into the 
business ‘cold?? I do not believe in 
nursing men along who never intend 
to branch out into the life insurance 
business. I think it is a bad idea to 
give licenses to bookkeepers, clerks and 
others who never intend to become full 
time life agents, and merely stand in 
the way of regular agents, but there are 
plenty of good men who will not be 
whisked out of a good job and thrust 
into the life insurance business when 
they have no idea whether or not they 
will make good in the life insurance 
business. 

Such men should be given some sort 
of a try-out. They are entitled to it, 
and are not injuring the business when 
they make a sincere effort to find out 
whether they are fitted for it or want 
to go into it. 


Benefits of Life 
Insurance Classes 


“The Equitable Life has had excel- 
lent results from the educational classes 
that have been held. There is a great 


| men 


HARRY B. GENGNAGEL 


to say: He is joining hands with what 
will some day be the biggest business 
in the world, a business that, built 


will demand the best that 


upon Service, 
where his asso- 


in him—a business 
ciates are men of high caliber, 
successful, service-giving men. 

He has the opportunity to build up 
a business of his own, with no one to 
answer to for his going or his coming. 
He becomes the master of his own 
him lies his own success 


1s 


or failure. 
Opportunity for Real Service 


He has the opportunity to render 
a real service to humanity. With this 
service well rendered will come its 


proper share of peace and satisfaction, 
optimism and good cheer, and with all 
will come his due reward in the way 
of financial success. 

The rate-book man has the oppor- 
tunity to build for himself a business 
second to none, to become respected in 
his community, a counselor to those 
in need of counsel, a seer to youth, and 
a friend to man, and with it all inde- 
pendence in thought and action, and 
certainly financial success. What more 
of earth’s blessings are to be desired? 
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more psychology 
than 


deal 
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ined. We find that these classes have 
a very stimulating effect upon new 
men. The new man feels that in giv- 


ing him an educational course we are 
strengthening him. He is very much 
pleased over the idea that we are try- 
ing to help him, that we are making an 
effort to equip him, and he 
stronger after he has attended the 
classes, whether he has learned a great 
deal from them or not. That is to say, 
the fact that we hold the classes is im- 
portant; more important than what the 
man really learns while attending them. 
Many kinds of educational courses 
have been tried out. Some companies 
have adopted the plan of holding life 
insurance classes for three or four 
weeks. During this period the new 
men have simply gone to school. They 
have absorbed life insurance knowledge. 
Such classes have failed because the 
were not given practical expe- 
rience along with the educational work. 
The success of our plan is due to the 
fact that the men are taught something 
in the morning, and: then are sent out 
on the street in the afternoon to give it 
a practical test. Everything that our 
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|| Minnesota State Fund 
| Pays Only 80 Per Cent 
Of Teachers’ Annuities 


ST. PAUL, MINN., July 20—The 
| Minnesota Teachers’ Insurance and 
Retirement Fund, which affords rather 
an interesting experiment in state in- 
surance, has paid out during the pres- 
ent fiscal year $111,825 in annuities, ac- 
cording to a tabulation prepared by 
«. I’. Critchett, secretary. This fund, 
which was created by the legislature 
1m 1915, is supported partly by assess- 
ments on the members and partly by 
State taxation. The assessment for 
the first five years of teaching service 
is $5 per year, for the second five years 
$10, for the next ten years $20, for the 
next five $30 a year. When the sal- 
ary of any member reaches $1,500 or 
more, the assessment is made on a per- 
centage basis. 

These assessments are payable, of 
course, only for the months of the 
school year, and are deducted by school 
boards from the salaries of teachers. 
The assessments amounted last year to 
about $107,500, while the tax of one- 
twentieth of a mill on all property in 
the state, levied by the law creating 
the fund, brought in a little more than 
$70,000. A little more than $26,000 also 
was received from interest on invest- 
ments. 

When the law 
fect in April, 
| tional with all 
ployed in the 


was first put into ef- 
1915, it was made op- 
the teachers then em- 
state, to whether or 
not they should join the fund; 2,077 
of them did All who were em- 
| ployed since that date became members 
automatically. The total membership 
is now approximately 11,000. 

Twenty years service in Minnesota 
schools is necessary to qualify for the 
minimum annuity of $350, and the 
maximum of $500 is received after 25 
years’ service. More than 250 teach- 
ers are now drawing pensions from 
it. The fund is not operated on an 
actuarial basis, however, and so far 
the board which has the control of the 
system has paid only about 80 per cent 
of the full amount of the annuities, due 
to the fact that its income has not 
been sufficient to pay the entire amount 
due. It is probable that the legisla- 
ture will be asked at its next session 
to amend the law so as to increase the 
revenues of the fund if possible enough 
to enable the payment of 100 per cent 
on the annuities. 


as 


So, 


Will Enforce the Ordinance 


The city collector’s office at Chicago 
is sending notices to various insurance 
offices, notifying them that the new 
ordinance is in effect and that 
all persons affected must take out a 


| license at once. The blanks for applica- 


feels | 








tion for license are now printed and 
ready for distribution. The city col- 
lector notifies general offices that they 
render themselves liable if they take 
business from brokers who have not 
the city license. It is the plan of the 
city collector’s office to systematically 
round up those that have not taken out 
licenses and see to it that the ordi- 
nance is enforced. It is a question 
yet as to just what constitutes a broker. 
Some of the champions of the ordi- 
nance say that anyone soliciting insur- 
ance on a commission basis must take 
out a license. 





men learn in our classes is tried out by 
them the same day they are told about 
it. Through this plan our men prove 
to themselves that what they are being 
taught is workable and useful. Where 
prospective life agents are merely sent 
to school and drilled day in and day 
out, they forget half of what they have 
learned before they have an opportu- 
nity to make practical use of it. They 
retain only a small proportion of what 
they hear. Under our plan they are 
able to make immediate use of what 
they are told and this has resulted in 
a higher percentage of successes.” 
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EASTERN CLUBS MEET | More Figures on Business for Half Year 


EQUITABLE LIFE CONVENTION 


Four Regional! 


Agency Gatherings Held at 


First of Company’s 


Saratoga Springs, N. Y. 


The annual business conference of 


the Equitable of New York Eastern 
Century Club and local Quarter Mil- 


lon Club members was held last week | 


at Saratoga Springs, N. Y The con- 
vention opened with an informal re- 
ception to the delegates, 700 in all, 
Monday evening [he business ses- 
sions began Tuesday morning with an 
address of welcome by Vice-President 
William E. Taylor, followed by the 
reading of a message from President 
W. A. Day, who was unable to attend. 
The presentation of credentials to the 
delegates and reading of the achieve- 
ments of the clubs for the year ending 
June 30 was followed by the announce 
ment of the boards of governors of 
the Quarter Million and Eastern Cen 
tury clubs rhe session closed with a 
rousing talk by the newly-elected sec- 
ond vice-president, Frank H. Davis 
Life Income Need Stressed 


On Tuesday afternoon the second 
business session was held, the discus 


sions centering around the increasing 


need .of and demand for life income 
insurance This meeting was under 


the chairmanship of William Alexander, 
secretary of the society Short talks 
on the best methods of sales presenta 
tion of this form of policy were made 
by a number of the delegates, including 
Managers C. J. Edwards of New York 
and J. D. E. Jones of Boston, and 
R. O. Walter, W. T. Arms and George 


Woodbridge, Quarter Million Club 
delegates from Massachusetts 
Business sessions continued Thurs- 


New Business New Business 
Ist 6 mo. 1920 ist 6 mo. 1920 
3,281,500 $ 2,051,500 
1,407,823 
*8,747,649 


Company— 
PD SOOO) b.n0404encnnee ese x 
American Bankers Life.......... , 2,515,270 
American National Life.... 





Atlantic Life ..:.. : 8 .955 
Central Life, Illinois. 3.267.000 
Central Life, Kansas soit i 1,192,250 
Connecticut General Life.... 54,917,580 
Cotton States Life........... 240,000 
Federal Union Life eam ae 

First National—Northwestern 1,909,326 1,939,000 
Gary National Life....... ' ceded 900,000 780,000 
Great Southern, Ala..........see:+-. 1,429,000 

Guardian Life of New York 

Indianapolis Life ......... 


International Life 

John Hancock Mutual Life 
Manhattan Life, New York 
Michigan Mutual Life 
Minnesota Mutual Life... 
Mutual Life of New York 
Mutual Benefit Life 

Mutual Trust Life pan 
New England Mutual Life 
Northwestern Mutual! Life 
Northwestern National ‘ 





Inc. in Force 
ist 6 mo. 1920 
$ 1,230,000 
1,353,050 
710,000,000 


9,147,059 
3,813,124 
733,187 


*52.000,000 
950,000 
1,501,490 
1,106,000 
R00_000 
1,050,500 


T20 280.190 
3,065,471 
18,814,414 

§116,516,123 
4,794,443 
7.200.000 
9 531 


Pacific Mutual Life 57,500,000 19.000.06 
Provident Life, North Dakota , . 2,963,500 2 
Provident Life & Accident sew 3,502,885 360,28 
St. Joseph Life : : 2,386,000 062,35 
Southwestern Life , 18,095,721 } 980.1 
Vest Coast—San Francisco Life 55 0 609,000 5,489 
Western States Life : : 6,005,445 4,218 l 1.746 

*Excluding industrial figures. 

*+Approximate figures 

Figures on issued basis 

§Sincludes weekly premium 
day and Friday, with a special mana- | t Central Century Club the next week 
gerial conference Thursday evening t the san ot and the Pacific Cer 
Wednesday was devoted to an outing | tury Club at Yosemite National Park, 
by special train to Lake George Cal 


Shows 40 Per Cent Increase 
Three-Minute Sales 


The membership in the Equitable’s 
five agency clubs shows an increas 


this year of about 40 per cent over the | the convention of tl 


Symposium 


A feature of the Boston program « 
National Asso 


preceding year Instead of one con- | ciation of Live Underwriters will be a 
vention for the entire membership, | period of three minutes discussion ope 
comprising over 1,500 agents, four) to all delegates on the floor whereir 
meetings are being held during this | they may tell how thev answered, i1 
and next month—the Eastern Century | actual canvassing experienc one or 


and Quarter Million Clubs at Saratoga, | more of a set of questi 
the Southern Century Club at White | or postponing the taki 
Sulphur Springs, W. Va., followed by | ance by prospects. 


ns objecting te 


ge of itte insur 
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TOTAL FIGURES GROW 





CONVERTED INSURANCE FORMS 

Total 

Policies Changed to Permanent 
Contracts Is $511,821,500. 


Amount of Government Life 


WASHINGTON, D. C., July 2f—A 
total of 152,979 applications for con- 
verted insurance have been approved by 
the Bureau of War Risk Insurance. The 
total amount covered by these con- 
verted policies is $511,821,500, classified 
as to the forms of policy converted in 
other forms is distributed as follows: 
ordinary life, 17,462—$77,986,600; 20 pay- 
ment life, 45,208—$182,830,500; 30 pay- 
ment lite, 4,184—$19,859,500; 20-year en- 
dowment, 71,011—$168,276,000; 30-year 
endowment, 8,925 $65,353,500; endow- 

ent at age 62, 6,189-—$27,516,000, 

The total amount of premiums re 
ceived on these including monthly, quar- 

rly, semi-annual and annual was $10, 

5,557.28 rhe effective interest rate 

total invested assets is 5.06 percent 
Che ratio of death losses to gross ex 
pected death losses according to the 
American table has been found to be 
less than 40 percent. A full an compre 
hensive report of government life in 
surance is to be issued as of Dec, 31, 


1920 


Connecticut General Life 


it General will now 1s 
to those who intend 
, Belgium, Hol 


The Connecti 


p and and the Scan 
in countries for business or 
yleasure purposes It will be issued 
vith its income for permanent disabil 


ity plan or non-cancellable disability 
but the double accidental in 
provision will not be issued 


income, 
demnity 
1 life underwriter 4777 July 20 





Bankers Life Insurance Co., 
Lincoln, Nebraska. 


Dear Sirs: Your General 


old son. 


you have shown in making the settlement. 
company whenever I have an opportunity. I have applied for a policy for my fourteen year 


Growing With The Times 


Exceptional Opportunities in Splendid 
Territory for Ambitious Agents 


DAVENPORT, NEBRASKA, May 15, 1920. 


Agent, Mr. R. C. Harriss, has just handed me your check 
in payment of surplus due me on my policy No. 7062, which matures today. 

Twenty years ago your Company issued the above mentioned policy to me and I have 
paid an annual premium of $25.20, or a total of $504 during the twenty years. 

When asked as to which option of settlement I preferred I advised your agent that I 
would take the second option or withdraw the surplus of $279.35 in cash and keep the policy 
as a fully paid-up policy which is entitled to cash dividends as long as I live, and at my 
death the face of the policy, $1000.00, will be paid. 

I wish to thank yow for the favors shown during the past years and for the promptness 


I will be glad to say a good word for your 


Yours truly, 
H. A. SHULER. 








TWENTY PAYMENT LIFE POLICY 


OLD LINE BANKERS LIFE INSURANCE 


of Lincoln, Nebraska 


Name of insured............ Harry A. Shuler 
Residence... . 
RED GE OU, bic cccccndctccaeut $1,000.00 
Total premiums paid Company........ $504.00 


Total cash paid Mr. Shuler........... $279.35 
And a Paid-up Participating Policy 


OP anean 


Bankers Life Insurance Company of Nebraska 
Home Office - - 


Lincoln, Nebraska 


Matured in the 


COMPANY 


eGhaseen Davenport, Nebraska 


SETTLEMENT 
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CAPITAL, $200,000.00 


A company born in the West, Originators of the 
built for western people, 


by western men. 


GOOD AGENTS WANTED f 







a three-in-one contract. 
A good policy for the 
live wire. 


Progressive In Its Ideas 


Conservative In Its Management 


STEPHEN M. BABBIT, Pres. HUTCHINSON, KANSAS 


“Multiple Option” Policy, 














Significant Commentary! 
A PUBLISHER of Well-Known Insurance periodicals and Books 


recently Reported that during his Tours of the Country, Insurance 

Men he met more frequently Spoke of the Distinctive Success 
Achieved by THE COLUMBUS MUTUAL LIFE than that of any other 
company. He may have Exaggerated a bit but the Widespread Favor- 
able Notice The Columbus Mutual has Attracted is an Interesting 
Commentary on a Significant Development in the Insurance Business. 
In a Little over a Dozen Years, this Company, in the Quality and 
Cost of its Insurance, Matched or Passed the Records Established by 
the Long-Recognized Top-Notch Companies; Matched or Passed them 
in Service to Policy-Holders, although they had over a Half-Century 


Start. 


By the Entire Elimination of a Vast Amount of Customary Organization Expense 
—Salaries, Advances, Drawing Accounts, Fees, Rents, etc., for extra Vice-I residents, 
Managers, Supervisors, Superintendents, General Agents and Special Agents— 1e€ 
Columbus Mutual has Saved Many Thousands of Dollars and will Save Millions— 
Millions for Policy-Holders and Producing Agents in the Field. a 

The Company which Discovered the Best Way to Serve Policy-Holders and . so 
Serve the Agents who Actually Produce Business was named after Christop ler 
Columbus and its Home Office is Located at COLUMBUS, OHIO, where Inquiries 
may be Directed by Men of Character who can Sell Insurance in Ohio and Nearby 
States. In June, the company added more than twice as many agents as in any 
previous month. The President of the company, C. \ Brandon, was a Producer 
and Successfully Worked in the Field for 25 Years. 


Home Office: Columbus, Ohio 


To Make a Confidential Inquiry Concerning the Unusual 

Earning Possibilities of the COLUMBUS MUTUAL Contract, 

Write Your Name and Address on the Margin of This 
Advertisement and Mail to the Home Office. 











ANTED—a life insurance man thor- 
-oughly versed in home office work. 
Must be capable of installing an office 
system, engaging and managing employes. 


CHICAGO NATIONAL LIFE INSURANCE COMPANY 
CENTURY BUILDING $2 CHICAGO, ILLINOIS 








CHECK UP FRATERNALS 
REVISION OF REPORTS URGED | 


Committee of Insurance Commis- 


sioners Recommends Several 
Important Changes 


In order that the insuring public 
may be given full opportunity for 
learning the true condition of fraternal 
orders and that the question of their 
solvency may be more readily deter- 
mined, the committee on blanks of the 
National Convention of Insurance 
Commissioners, in a report which has 
been approved by the executive com- 
mittee of that body, has recommended 
a number of important changes in the 
reports required from fraternals. The 
committee reports that several of its 
recommendations can not be put into 
effect without some statutory changes. 
It is therefore urged that the insurance 
commissioners should give considera- 
tion to the question of what amend- 
ments, if any, to the Mobile or New 
York conference bill are necessary to 
carry the recommendations into effect. 

May Give Hearing Later 


The executive committee has an- 
nounced that it will give consideration 
to any requests for a hearing on these 
reports which may be received prior to 
the convention of the commissioners 
at Beverly Hills hotel, California, in 
September, but will not hold any hear- 
ing at that convention. If hearings 
should be decided upon, they will be 
held just before the meeting of the 
commissioners in December in New 
York City. 


Important Points in Report 


The more important points covered | 
by the committee’s report are as fol- 
lows: 

Influenza and war death losses should 
be included in liabilities. 

Present value of future extra assess- | 
ments should be allowed as contingent 
assets or as an offset to contingent lia- 
bilities only in the event that a specific 
number or amount of such extra or addi- 
tional assessments has been levied. 

Liens, loans and interest thereon, not 
included in admitted assets, and not in 
excess of the required reserves on in- 
dividual certificates, should be allowed 
as an offset to the reserve liability. | 

The present value of excess interest 


|; earnings should not be allowed as con- 


tingent assets or as an offset to 
tingent liabilities. 


con- 


Separate Exhibits for Segregated Classes 


Societies should be required to make 
separate valuation exhibits for segre- 
gated classes in cases where a legal seg- 
regation of the funds has been made. 

Percentages of solvency for compari- 
son between the various years should be 
calculated on the same basis. 

Negative reserves should not be al- 
lowed as contingent assets or as a lia- 
bility offset. 

Societies which are actually insolvent 
should not be able to show any per- 
centage of solvency. Under the present 
valuation exhibit, some societies which 
are actually insolvent are able to show 
a high percentage of solvency. Such a 
situation is clearly undesirable. 

The valuation exhibit should set up 
net assets against net contingent lia- 
bilities rather than assets (actual and 
contingent) against liabilities (actual 
and contingent). 

The surplus of a society should con- 
sist of actual assets rather than con- 
tingent assets. 

The valuation standard should at least 
be conservative enough to cover the so- 
ciety’s experience. 

Sickness and accident benefits should 
be valued. The preparation of reliable 
sickness and accident tables should be 
encouraged. 





Separates $100,000 on Clubs 


Hereafter there are to be 12 separate 
$100,000 Clubs of the New York Life, 
one in each of the 12 departments of 
the company covering the United States, 
Canada, Hawaiian Islands and Cuba, 





| necessary investigations. 


| requiring immediate payment. 


| amounts to 62.1 percent. 


CLAIM SERVICE POOR 
MERCHANTS RESERVE REPORT 


Chicago Assessment Concern Shows 
Weaknesses as Brought Out in the 
Illinois Examination 


rhe Illinois department has filed the 
report of its examination of the Mer- 
chants’ Reserve Life of Chicago, an as- 
sessment concern. Its income last year 
was $176,088, and disbursements $209,- 
677. Its assets are $39,084 and liabili- 
ties $35,702. The concern’s agency 
operations are carried on through the 
Merchants’ Reserve Agency Company. 
This requires the payment of the entire 
frst payment or membership fee, 
equivalent to three quarterly premiums, 
and providing insurance for six months 
and 75 percent of the expense fund on 
all renewal premiums, commencing 
with the fifth quarterly payment. 

Criticizes Claim Service 

The report says that in regard to its 
claim settlements in the report of last 
examination, reference was made to 
the lack of evidence in the files in a 
number of cases in support of the man- 
agement’s compromise or resistance of 
claims and te the tendency to consider 
merely suspicion of fraud, as sufficient 
cause for compromise. It was stated 
that a radical improvement in the 
treatment of the claims was much to 
be desired. The current examination 
failed to show that such improvement 
had been instituted. This is evidenced 
by the fact that in the company’s an- 
nual statement, the claims incurred or 
reinstated during 1919 were 74, of 
which 30 were shown as compromised 
during the year, or still resisted at the 
end of the year. 

Settlements Not Prompt 

The report says: 

“Settlement of claims 
prompt, even making 


has not been 
allowance for 

Claims may 
be paid months after receipt of proofs, 
not only in case of policies providing 
for deferred payments or not exceed- 
ing a specified period, but also policies 
This is 
explained in part by the heavy calls 
on the company’s mortuary funds, due 
to influenza and other losses. 

Surplus Is Very Small 

The concern made a special assess- 
ment May 1919, and another Febru- 
ary 3, 1920, under the assessment law. 
The association is required to main- 
tain as an emergency or reserve fund 
an amount equal to one assessment or 
the maximum amount insured on any 
one policy, which ever is the greater. 
In case of the Merchants Reserve the 
maximum outstanding policy is $15,- 
000. The excess of assets over liabili- 
ties amounted to only $3,382 on Dec. 
31, 1919. The expenses of operation 
It has $7,428,- 
force, as compared 
year before. 


150 insurance in 
with $7,799,612 the 





Gets Out Non-Cancellable Policy 

The Aetna Life has now gotten out 
its new non-cancellable accident and 
health policy for ages trom 18 to 60. 
For principal sum of $5,000 and $100 


monthly indemnity and two weeks 
elimination the premium is $70; one 
month’s elimination $50, for two 


for three months $30. 
the principal sum 
For no wait- 
The 


months $40 and 
The rates without 
are $10 less than these. 
ing period, the premium is $90. 


| policies are renewable at option of the 


assured until age 65. The rates are 
the same for all ages. The policies 
do not require house confinement for 
disability. Loss of one hand or one 
foot entitles the assured to 25 per cent 
indemnity so long as he lives, in addi- 
tion to such full indemnity as the policy 
provides for total disability. The loss 
of one eye entitles the assured to 10 
per cent indemnity. 















LIFE INSURANCE EDITION 








“Give the Boys the Advantage of the Doubt”’ 


The Lincoln National Life Insurance Company believes 
that its field men are the gladiators who battle hardest for 
its honor. It credits the power of The Lincoln Life to the 
valiant strength of its agency force. 


In this belief The Lincoln Life seeks to support its 
agents in every way possible. It knows that enthusiasm 
and knowledge must furnish the driving power for the 
future victories of its veterans of the field. 


“Give the boys the advantage of the doubt” is the Home 
Officesloganfor every case involving agency business. The 
salesman wins wherever possible in borderline cases. 


The results are, the remarkably low rejection rate of 
but 3.7% on all applications sent in by Lincoln Life agents, 
prompt issuance of policies and earnest co-operation with 
all agents in their field work. 


It pays to 


GoacuP form nel Guncor) 





The Lincoln National Life Insurance Company 


**Its Name Indicates Its Character’ 
Lincoln Life Building FORT WAYNE, INDIANA 


NOW MORE THAN $135,000,000 IN FORCE 
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Life Agents Receive Tribute 


IT not often that daily 
come out in bold type and unqualifiedly 
One of the 
Toledo papers in a recent issue, had 

to about life men, 
that is well worth while. 
aging to find that the work of the life 
The 


comment reads as follows: 


papers 


is 
endorse insurance agents. 


insurance 
It is encour- 


word say 


agent is appreciated in this way. 


editorial 


Insurance agents are not generally 
appraised at their true value to the 
communities which they serve 


sistance, such as one puts up against a 
fellow who has come to borrow money. 
Seldom does a man think of an insur- 
agent as one who has come to show 
method of saving money. 

Such attitude is not unnatural. It 
flows from lack of long-distance vision 
that afflicts most men. A man will give 
patient ear to an oil stock salesman ofa 
get-rich-quick concern because the aver- 
age imagination submits readily to sug- 
gestions of fabulous wealth. Most men 
love to dream. 

gut the insurance 
dreams He makes law-proof guaran- 
He is able to tell you that at the 
a certain period your policy will 


ance 
him a 


agent peddles no 


tees. 


end of 


y 3 ss of s: ‘sme us rk arder 

No class ws Gan stg aging - ssboton » as , be worth so much. True, he does not 
to sell their goods; few labor more per- ),omise that you will roll in automo- 
sistently to land a customer, calling on piles, but he does pledge that your fam- 
him at night at his home if they can’t jly will be provided for when their 
corner him in his office in the day time. bread-winner has departed. 

Their persistence alone would deserve And yet, such is the perverse nature 
credit, even if the article they have to of the mind of man, that the sure thing 
sell were not a thing of most excellent of the insurance agent frequently is 
merit. turned down for the speculation that is 

But the:attitude of the average man woven of the stuff that dreams are 
toward an insurance agent is one of re- made of 

Training New M 

One of the problems confronting a perform. He cannot afford to give so 
general agent or agency manager is the much time to the new men that he puts 
training of new men. Undoubtedly much ON. Therefore, they get discouraged, 
of the waste in life insurance field work they are not carefully tutored, and they 
. . seek othe yositions. One of the bes 
is due to the time, money and energy **‘* other positions me Of the best 

‘ ; _ subjects to discuss in such an organiza- 
that are expended on new men with the “ ‘ 
; : . . tion as the AGeNncy Orricers’ Assocta- 
result that comparatively few remain in : 
: : ee : . TION or the AMERICAN LIFE CONVENTION, 
the business. When this subject is . : , os 
for example, would be proper methods of 
sealused it ie fe at > lapse ratio . : 
analyzed, it is found that the lapse ratio geajing with new men, how long they 
in life insurance from an agency stand- should be trained, how it should be done 
point is due very largely to the fact and how soon recruits can be expected to 
that sufficient time, energy and perhaps rely almost wholly on themselves. 


money had not been expended. We mean 
by this that new are sent into the 
field and expected to go and paddle their 
own canoes before they are fitted to do it. 

The first three months are very vital 
in the business career of a new agent. 
During that time he requires much atten- 
tion. This is particularly true the first 
month. The general agent or the agency 


men 


manager has a multitude of duties to 
Systematizing 
LirE insurance agents are not detail 


men as a general rule. The men who 
are out on the firing line selling insur- 
ance are not accustomed to the exactions 
and demands of a desk. They go to 
pieces if they try to coop themselves up. 
However, every life man should be able 
to handle a certain amount of detail 
with respect to his own business. He 
should have a simple card index system, 
keeping before him in a convenient way 
his prospects and policyholders with as 
complete information as possible about 
them. 

The agents who do follow a systematic 
course, find that it saves much time. 
For instance a life insurance man should 


One Chicago office is now sending out 
a daily bulletin to new men keeping this 
up for three months. The “pep” man 
in the office takes up one subject each 
day, He 
getting out an omnibus bulletin covering 
a number of themes. He said that new 
men in the life insurance business have a 


| | PERSONAL GL 


| memorating 


does not bewilder the men by | 


lot to learn and if you pour down too | 


much of a dose, they cannot assimilate it. 


One’s Work 


at least get in touch with his policy- 
holders once or twice a year in a per- 
sonal way. It may not be possible to 
call on every one personally, but if not, 
a letter should be sent that is not a form 
letter, but one of a personal nature. It 
will pay life insurance men to cultivate 
systematic habits, both in the field and in 
the office. 
office sharks, but they probably achieve 
more if they would, in a- way, systema- 
tize their own work. 





our enemies—knows more about us and 
therefore accuses more exactly.” 


They are not expected to be | 


} next 
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A. F. Colwell, manager af the Union 
Central Life at Fargo, N. D., says that 
the state has the most wonderful crop | 
prospects in its history. Unless some- 
thing happens there will be the most 
bounteous harvest ever known in the 
state. 


Life insurance business is good. | 


Coolidge took a 


There is a great shortage of cash but | 


| such a crop will relieve that situation, 


in his opinion, as it will bring big | 
money to the state. 
The field workers in the Keene & | 


Hoagland general agency of the Aetna 
Life at Peoria, Ill, presented Mr. 
Keene with a solid gold watch, com- 
the completion of nearly 
years of service for the Aetna Life 
in the Peoria office. Mr. Keene is one 
of the leading life insurance men of 
the West and has built up a big busi- 
ness. 


36 


= 

President Albert Bettinger of the 
Ohio National Life became ill last 
Wednesday from ptomaine poisoning 
and he was removed at once to his 
home. Mr. Bettinger’s condition was 
regarded as serious by his physician, 
but he is now on the road to recov- 
ery and is expected back at the office 
within a week cr so. He is one of the 


prominent attorneys of Cincinnati, and 


has been widely known for his activity 
n behalf of Ohio river improvements. 
Althongh not an insurance man, he 


has been the guiding spirit in the Ohio 
National and has nancial 
and general pclicy, co- operation 
with Secretary and Agency M: 
T. W. Appleby Under his aiianee 
the company has had a large measure 
of success and his wide circle of friends 
will ‘be glad to at his 
desk, 


shaped its 


il 
in 


inage 


is 


see him back 


G. Cox, wife of 
third vice president 
of the Metropolitan Life, died at her 
home in Montclair, N. J., Sunday 
evening, following an illness of several 
weeks. Mr. Cox was in the west about 
a month ago when advised of his wife’s 
condition and cancelling further busi- 
ness engagements returned home at 
once. Mrs. Cox prominent in 
church and charitable circles in Mont- 
clair and was especially active in Red 
Cross work during the war period. 


Mrs. Margaret 
Robert Lynn Cox, 


was 


C. Ralph Hamilton of Indianapolis, 
representative of the Equitable of 
Indiana, has been elected sec- 
retary of the Cortlandt Pictures Cor- 
poration, a new moving picture com- 
pany which has just been organized to 
manufacture moving picture films for 
children. Mr. Hamilton is well known 
to insurance men in Indiana and was 
for four years Previous to the war a 
member of the “Rough Notes” organi- 
zation. During the war he served as 
an officer and upon being discharged 
he began selling life insurance for the 
Equitable of Iowa and has made a very 
good record. The new corporation, 
which has a capital stock of $500,000, 
will have studios in Chicago and Cali- 
fornia and will begin 
films sometime this fall. Otto L. 
Klaus, Indiana auditor of state and 
head of the Indiana department, was 
elected treasurer of the corporation. 


a 
Iowa in 


John Mair has announced the 
marriage of her daughter, Estelle, to 
Walter Le Mar Talbot, July 15, at 
Cragsmoor, N. Y. Mr. Talbot is presi- 
dent of the Fidelity Mutual Life and is 
well known to the life insurance world. 


Mrs. 


The New York Life states that the 
president of the United States 
will be a policyholder in the company. 


manufacturing | 


| lines. 


“ . . | Warren G. Harding and James M. Cox | 
Our consicence is more severe than | 


Mr. Harding 


are both policyholders, 


taking out a policy in 1889 and Gov- 
ernor Cox in 1903, 
It announces 


and again in 1911. 


further that the next 


| 


vice-president will be a policyholder. 
Franklin D. Roosevelt took a policy 
with the company in 1909 and Calvin 
policy in 1901, again 
1904 again in 1909. 


in and 


General Agent Roger Davis of the 
southwestern department of the Illinois 
Life at Kansas City has recently been 
promoted froma captaincy to the grade 


of major in command of the second 
battalion of the 7th regiment of the 
national guard of Missouri. Major 


Davis has taken great interest in mili 


tary affairs and has rendered a signal 
service to his state in connection with 
its militia. 


President Darwin P. Kingsley of the 
New York Life arrived home from a 
visit to Japan, China, Korea and the 
Philippines this week. Three months 
or more ago he sailed for the Orient, 
with a party of the country’s leading 
bankers, financiers and business men, 
on the invitation of the leaders of 
commerce in Japan to visit that coun- 
try. Mr. Kingsley extended his trip, 
continuing his investigation of financial, 
business and economic conditions in 
those count well Japan. 


as as 


ries 
Benjamin Jacobson was appointed 
manager of the Minnesota Mutual at 
Detroit, July 1, 1919, and wrote up to 
July 1, this year, $3,009,000 business. 
When he took the contract his ambi- 
tion was to submit better than $2,000,- 


000 in new business during the 12 
months following, and not to drop be- 
low $100,000 of personal production 
for anv month. Both ambitions have 
been more than realized. Mr. Jacob- 
son secured more than $100,000 during 
every month of the twelve. 


William P. Dodson, the newly elected 
president of the $250,000 Field Club of 
the Mutual Life of New York, gathered 
many good ideas on his trip to 

Francisco, the convention city, 
that he to give tellow men 
bers of the Virginia agency the benefit 
f his experience As a result, he has 
given a talk to the agents in both Rich 
mond and Norfolk and is now planning 
to address those in the northern part 
of the state. In both Richmond and 
Norfolk, he was the guest of honor 
at luncheons given by the agents. Mr. 
Dodson is district manager at Norfolk 
for his company. 


Mr. and Mrs. George Alvin Peak of 


sO 
San 


} j 1 
aeciaed 


Des Moines announce the birth of a 
son. Mr. Peak is well known in 
Towa life insurance circles. He was 


formerly vice president of the Central 
Life, but is now president of the King 
Eight Motor Company of Des Moines. 
George Ayres has succeeded him with 
the Central Life. 

F. E. Pettric, an agent of the Travel- 
ers at Wausau, Wis., does not believe 
that writing multiple lines impairs an 
agent to produce life insurance busi- 
ness. In 1918 he paid for about $300,- 
000 life insurance. In March, 1919, he 
became especially active along other 
Last year he wrote 85 life risks 
for $1,028,500 insurance, in addition to 
producing these premiums on “side 
lines”: Accident and health, $13,940; 
compensation, $519; public .liability, 
$106; automobile liability, property 
damage and collision, $4,690; steam 
boiler and fly wheel, $431; plate glass, 
$365; burglary, $4,116. 


L. W. Appleman 
Conn., an agent of the Travelers, 
started his insurance career in Janu- 
ary of this year. Each month since 
he has lead all the agents in his state 
in the production of accident and 
health business, and in addition has 
written over $150,000 new life insur- 
ance. He is still in his early twenties. 


of Waterbury, 
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OF ILLINOIS 


Sustained Enthusiasm 


Under the spur of enthusiasm men 
can do great things. When enthusiasm 
wanes accomplishments diminish. 


The Central Life of Illinois agents 
do not show diminishing results. 
Their enthusiasm is sustained, — 
sustained because they have ground 
floor propositions with a company 


over which they can be enthusiastic, 
one with a past that can be remem- 
bered, with a present that is an in- 
spiration and a future that is a spur 
to bigger things. 


There are some ground floor openings 
for men who wish to profit by the 
sustained enthusiasm possible with 
a company like the 


CENTRAL LIFE INSURANCE CO. OF ILLINOIS 


OTTAWA, ILLINOIS 


$32,000,000.00 in Force 


$3,000,000.00 Assets 


H. W. JOHNSON, Pres. 


W. F. WEESE, Vice-Pres. 


S. B. BRADFORD, Sec’y. 


Illinois — Missouri—Iowa—Minnesota—Nebraska—South Dakota—Michigan and 
just admitted to Kansas and Texas where we want a few high class General Agents 
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THE GUARDIAN LIFE INSURANCE COMPANY 


OF AMERICA 


1860 ~son anniversary_ 1 920 


The following figures show the growth of this Com- 
pany since the first policy was issued on July 16th, 1860: 








Surplus & Insurance 

Jan. Ist Assets Liabilities Div. Funds in Force 
Sins s ccchiates $ 6194545 $ 10,000 $ 184,545 499,979 
ENGR t 6,640,004 5,866,390 773,614 34,090,100 
See 14,825,966 13,701,958 1,124,008 54,199,371 
rg eta ah ae 34,104,782 29,360,065 4,744,717 104,327,267 
Cs ass aa Riad 58,215,528 53,133,246 5,082,283 200,179,021 
Received from Policyholders..............seseee: $172,071,765 


Paid to Policyholders since organization. .$130,142,891 
Assets held as security for Policy- 
58,215,528 


OS sn0sensabeien beeenens oe abenwens 
188,358,419 
Net Gain to Policyholders after payment of all 
SENS WINE GHIING c nocinn dencdacievecsassusaneces $ 16,286,654 
NEW BUSINESS PAID FOR 1919..... $37,342,844 
A GROWING COMPANY FOR GROWING MEN 


For a direct Agency connection address 


T. LOUIS HANSEN, Vice-President and Agency Manager 
50 Union Square, New York City 








A Wider Field—An Increased Opportunity 


Our Agents can sell policies on the annual premium plan, up 
to $3,000, to young men and young women as young as age 2— 
protective insurance and Educational and Business Start Endow- 
ment Insurance. This extension of the age limit for Ordinary 
Insurance down to age 2 helps our Agents considerably. We 
issue Participating and Non-Participating Policies. As regards 
adults, we write contracts with Double Indemnity provisions cov- 
ering any kind of fatal accident, or with Double Indemnity pro- 
visions covering fatal travel accident only, as may be desired. 
We issue policies with waiver of Premium and Disability Annuity 
or Instalment Payment features. We insure males and females 
at the same rates. 


OLD COLONY LIFE INSURANCE COMPANY 
CHICAGO, ILLINOIS 








More Than One Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 
Jan.1,1910 Jan, 1, 1915 
$ 4,867,379 $ 8,763,566 
342,972 551,969 1,058,956 
44,780,907 79,619,435 191,495,761 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, Illinois and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 





Jan. 1, 1920 
Assets $ 18,682,446 
Policies in Force 


Insurance in Force 











THE CRESCENT LIFE INSURANCE COMPANY. 
CAPITAL STOCK (FULLY PAID) $100,000. 


Owned and operated exclusively by Masons (only one of its kind in 
the world). 


COPYRIGHTED CONTRACTS. 


Only Masons need apply for Agencies. No advances. No first 
year premium notes. Cash Business. All Physicians must be Masons. 


M. E. Callane, Secretary. Bertram Day, President. 


FLETCHER TRUST BUILDING - - INDIANAPOLIS 
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| in the insurance 


STUDIES INSURANCE ON 
TRIP AROUND WORLD 


L. Brackett Bishop Makes Some 
Interesting Observations in 
Foreign Lands 


BOOM SEEN EVERYWHERE 


| Life Business Good All Over World— | 


South African Conditions 
Especially Interesting 


Many interesting impressions of the 
| life insurance business in foreign lands 
are revealed by L. Brackett Bishop, 
manager of the Massachusetts Mutual 
in Chicago and ex-president of the Na- 
Association of Life Underwrit- 
| ers, who has just returned to Chicago 
|after an trip 


tional 


around the 
Mr. Bishop made the trip in 


extended 

world. 
company with his wife and son, visiting 
China, Japan, the Philippines, India, 
South Africa and the important coun- 
tries of Europe. Altogether they 
| traveled 34,000 miles, including visits 
to 19 different countries. The trip ex- 
tended over five months, 90 days of 
which were spent on the water. 


Studied Insurance During Trip 


Mr. Bishop tells of his trip purely 
from the insurance standpoint. Life 
insurance to him is a mighty institution, 
a business which in his own words he 
characterizes as the second most im- 
portant business in the world—the first 
in his conception being the vast enter- 
prises of the railway systems. When 
he talks life insurance one is attracted 
by the intimacy of the man with his 
subject. During his trip abroad he did 
not relax his interest in life insurance, 
but rather added to his knowledge of 
the business by a careful study of for- 
eign conditions and methods. Like the 
student who pursues the hidden knowl- 
edge of history and science in the “old 
continent” he made of his trip a study 
of insurance as it is practiced there. 

Of the conditions of life 
in general he says: “All over the world 
I find the life insurance business boom- 
ing.” 

South Africa Interesting 

Many of Mr. Bishop’s most interest- 
ing observations were made during his 
visit in South Africa. He spent some 
time in Capetown where he made the 
acquaintence of H. S. Hepburn Lyall, 
the editor of “Insurance,” a monthly 
Bishop lauds Mr. 
Lyall and his paper. It is the only in- 
surance journal published in South 
Africa and is held in high repute by in- 
surance men there. Mr. Lyall has been 
business for over 50 


| years, having served his apprenticeship 


| in the business he 


While still quite young 
went to Australia, 


in England. 


| where he organized several very strong 


and aggressive companies. For the last 


| from 


| across 


of the towns he visited there, he ran 
what is known as the finest 
agency in South Africa. This agency 
is managed by Herbert S. Bishop, well 
known to life underwriters in the 
United States. He represents the 
Mutual Life of South Africa, a com- 
pany with home office in Capetown. 
This agency.so far this year has pso- 
duced over $3,000,000 of new business. 
Herbert Bishop’s company is the fin- 
est in South Africa, having been estab- 
lished for 70 years. Last year it wrote 
over $40,000,000 of business. Members 
of the National Association of Life 
Underwriters will remember Herbert 
Bishop as having addressed their con- 
ventions on two occasions. He attended 
the association’s convention at Pitts- 
burgh last year in company with his 
wife. His previous trip to America 
was made eight years ago, when he 
spoke before the convention at Mem- 
phis. He has been corresponding with 
Edward A. Woods of Pittsburgh and 
Charles Jerome Edwards, New York 
City general agent of the Equitable of 
New York, and has exacted a promise 
them to visit him sometime in 


| the near future. 


insurance | 


| where. 


| to stop them from drinking. 


twenty years he has lived in Capetown, | 


where he edits and owns his paper. 


While in Capetown Mr. Bishop spoke | 


before numerous agency meetings at 


which he advocated the establishment | 


of associations for life underwriters 
such as now exist in this country. He 
also enumerated the advantages of the 
monthly income plan, which has often 
been considered but never adopted in 
the South African towns. The Amer- 
ican companies having offices in Cape- 
town are, the Mutual Life of New York, 
the Equitable of New York and the 
New York Life. These offices are 
merely closing old business and are 
writing no new policies. 

Mr. Bishop describes the life insur- 
ance business in South Africa as very 
At Johannesberg, another 


prosperous. 





Herbert Bishop’s agency is operated 
on the branch office system, as are all 
of the agencies in South Africa. Agents 
receive a commission of 35 percent on 
new business with no renewals. Herbert 
Bishop is not related to the Chicago 
Bishop. 


Business Booming in Orient 


Mr. Bishop tells of his trip purely 
tal countries was rewarded with more 
evidence of “booming business.” In 
India and China there area number of 
East Indian and Chinese companies. 
These are very well organized and do 
a very large business. In both of these 
countries the English companies do a 
fine business. Mr. Bishop says that 
very few American tourists were en- 
countered on his trip through the 
Orient. 

In comparing conditions upon his 
return to his own country, Mr. Bishop 
says: “Nowhere in the world has the 
life insurance business grown and be- 
come so popular as in the United 
States. Through the insurance publica- 
tions and newspapers, the activities of 
life associations and the progress and 
educational work of the insurance com- 
panies the people of the United States 
have learned to appreciate the protec- 
tion to family and business, afforded 
by life insurance.” In including the in- 
surance publications in this comment 
Mr. Bishop said that he had highly 
recommended THe NationaL UNDER- 
WRITER while abroad. 


America Unpopular Abroad 


In closing the interview Mr. Bishop 
made his only comment, not relating 
directly to life insurance He said: 
“America is the most unpopular coun- 
try in the world today, and especially 
with the English, whom we met every- 
The two principal reasons for 
this unpopularity are America’s refusal 
to join the League of Nations, and the 
sending of “Pussyfoot” Johnson abroad 

The following account of Mr. 
Bishop’s visit to Capetown, South 
Africa, appeared in the June issue of 
Mr. Lyall’s publication, “Insurance:” 


A VISITOR FROM CHICAGO 


On Life Underwriters’ Association 


Mr. L. Brackett Bishop, Chicago man- 
ager of the Massachusetts Mutual Life 
and ex-president of the American Na- 
tional Association of Life Underwriters, 
accompanied by his wife and son, has 
just passed through South Africa in the 
course of a world tour, and paid us a 
visit when in Cape Town. 

Mr. Bishop is an experienced life in- 
surance man and has been 31 years with 
the “Massachusetts,” the last 20 in his 
present position. He is greatly interested 
in Associations for Life Underwriters. 
and strongly advises the establishment of 
such associations in this country. He 
emphasizes that these gatherings help to 
soften the asperities which sometimes 


(CONTINUED ON PAGE 9) 
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ROGRAM ANNOUNCED 


LEGAL SECTION SPEAKERS 


Counsel for American Life Convention 
Companies Will Hold Annual 
Meeting Sept. 20-21 


The program for the legal section of 
the American Life Convention which 
will be given at the next annual meet- 
ing of the organization in Kansas City, 
Mo., Sept. 20-21, has been announced 
by Charles B. Welliver of Indianapolis, 
secretary of the legal section. 

The meeting will be called to order 
at 10 o’clock Monday morning and 
there will be two sessions on that day, 
well as two business meetings on 
Tuesday with a round table banquet at 
the Blue Hills Club on Monday even- 
ing in conjunction with and under the 
auspices of the Kansas City Bar Asso- 
ciation. 


as 


List of Speakers 

Papers will be read at the regular 
sessions by W. H. Hinebaugh, general 
counsel, Central Life of Illinois; H. B. 
Arnold, counsel, Midland Mutual of 
Ohio; W. E. Hutton, counsel, Capitol 
Life of Denver; Alfred Hurrell, gen- 
eral solicitor, Prudential; W. Calvin 
Wells, general counsel, Lamar Life of 


Mississippi; Hon. Robert Stone, gen- 
eral counsel, Kansas Life; Hon. Fred 
H. Aldrich, general counsel, Northern 


Assurance of Detroit. 

On Monday evening at the Blue Hills 
Club the legal section will be addressed 
by Henry J. Allen, governor of Kansas, 
and Dan W. Sims, general counsel of 
the Lafayete Life. The general topic 
will be “Strife, Strikers and Stricken.” 


FEAR CHANGE IN VALUATION 


Report Reaches Executives That States 
May Call for Market Value of 
Securities 


Insurance company executives are 
naturally concerned over the suggestion 
that the valuing securities, 
when preparing their annual statements 
for the present year, may differ from 
that used in their i919 figures. The 
funds of the life insurance companies 
consist in large part of federal, state 
and municipal bonds; all gilt-edge and 
safe beyond question. In the present 
condition of the money market, how- 
ever, the real worth of the securities 
is by no means reflected in current 
quotations. It has been intimated that 
the states may call for the market valu- 
ations in the preparation of 1920 state 
ments. Unless there be substantial re- 
covery in the investment market during 
the next five months—a_ condition 
hardly to be looked for with a presi- 
dential campaign under way—such ac- 
tfon would be serious for many of the 
life offices. To an even greater degree 
would fire insurance companies be af- 
fected, for the great majority of such 
offices have been increasing their busi- 


basis ot 


ness very fast, piling up reinsurance 
and other reserves and adding com- 
paratively little to surplus accounts. 
To compel the acceptance of market 


quotations in valuing securities would 
not only cut into net surpluses sav- 
agely, but might cven impair some of 
the smaller institutions. That the in- 
surance commissioners would sanction 
any such move, has been quietly 
talked of, is inconceivable, for any em- 


as 


barrassment to the insurance com- 
panies of the land would be felt by 
banking institutions, and through the 


financial! houses in turn by business in- 
terests generally. The present is no 
time for “boat rocking.” 


Will Enter New States 


The Detroit Life is now planning to 


enter some of the adjoining states 


be- | 


LIFE INSURA 


fore the close of the year. It has re- 
mained in Michigan since it was or 
ganized, but has now reached the point 
where it feels like branching out. It will 
write about $10,000,000 of new insuranc« 
this year. It about $20,000,000 of 
insurance in force. It wrote during the 
first six month $5,074,000, which was 
nearly $2,000,000 more than during th« 


has 





similar period of a year ago. Its new 
June business was $741,000. 
Ohio State Life’s Policy 
The Ohio State Life has gotten out 


a policy providing for total -temporary 
disability covering accidents and con 
fining sickness from the first day for a 
specific period of time and eliminating 
the accidental death and dismember- 
ment features. For first class risks, 
the annual premium is $10, providing 
weekly indemnity of $10. If, therefore, 
a man wants weekly indemnity, 
his annual premium will be $25. Where 
an assured is injured while riding on 
a common carrier, passenger elevator, 
or in a burning building, the weekly 
indemnity is doubled. The sickness in 
demnity is $25 for confining illness 


$25 
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STUDIES INSURANCE ON 
TRIP AROUND WORLD 


(CONTINUED FROM PAGE 8) 
affect the field force; that they tend to 
the proper educating of insurance field 
men and enhance the ability of managers 
who instru new agent Thre 
nd that agents 
ith the public 

Bishop's views 
that in the general absence 
educators from the staffs of 
offices here such bodies would gradu- 
become the real educators of agents. 
Mr. Bishop counsels a small annual sub- 
scription and the plan of having at the 
start a monthly luncheon, with speakers 
possibly of other businesses. Let 
that some of the agency managers and 
leading producers will get together to 
reconsider a matter which has in South 
Africa hitherto hung fire 


ough 
acquire a 





t atus 
With Mr 
1 believe 
agency 





we concur, 


n¢ 
of 

life 
ally 


us hops 


Monthly Income Table 


Another point Mr. Bishop is very 
strong upon is the great advantage of 
the monthly income table, which has 
rapidly made great progress throughout 
the United States and enormously in- 
creased the total business completed. 

We have various oc advo- 


on isions 


9 


cated the adoption of such a plan here, 


and we take this opportunity once more 
to do so 

Mr. Bishop is an enthusiast in the busi- 
n of life insurance, which he reckons 
he second most important business in 
the world—the first being the vast busi- 

s of the railway system. Not only, he 

has life insurance attained of late 

higher plane than ever before, but the 

ta nsurance in force has grown to 

such an extent that the United States’ 

business now aggregates double that of 
the remainder of the whole world, 

We could wish that Mr. Bishop had 
been able to remain here longer to pro- 
pound some of his broad and far-reach- 
ing views 

However, we can but desire for Mr 
tishop and his family a pleasant termi- 
nation of their trip by way of London 


and a safe return home 


Marshall of the Equitable 





Life of New York at Little Rock, Ark 
ha closed three important group cases 
It ist six months Mrs. C. F 

» the same agency has also 
done some effective work in group in- 

rance Mrs. E. Gardiner Miller of the 
Prosser & Homans agency of the com- 
pany in New York City closed Amory, 
Brown & Co. of that city for group in- 
surance the other day 
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The Prudential Insurance 
Company of America 


Forrest F. Dryden, Home Office, 
President Newark, N. J. 


Incorporated Under the Laws of the State of New Jersey 

















1867 1920 


Ohe 
Equitable Life Insurance Company 
of lowa 


New Business Paid for 1919 $ 57,328,209.86 
New Business Paid for 1918 - $ 29,996,822.32 


Gain - - - - = § 27,331,387.54 


Insurance in Force 
December 31, 1919 - - 


Gain in One Year a <> 





$206, 553,404.00 
$ 46,935,312.89 


For Information Address Home Office, Des Moines 
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“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of ‘Easy Lessons in Life Insurance,” a text and review book with quiz supplement. $1.00. The 
National Underwriter Company, 1262 Insurance Exchange, Chicago. 
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| the due date of such premium. 

| Note will not be accepted in settle- 
| ment of any premium on term policies 
| after the first. They may be extended 
. - | by use of the premium extension agree- 
| Union Central Life Announces Its | ment. 


“a NEW NOTE SYSTEM HAS | premium may be without interest to 


NOW BEEN COMPLETED 


Note settlements will not be accepted 
in connection with single premium or 
mium Paper. annuity policies except premiums on 
personal life income policies. 


Plan for Handling Pre- 


Default in Payment 

AGREEMENT For default in payment of any 

premium extension agreement, Form 

1418, a policy will immediately cease 
Meets All the Requirements of the In- | and determine except for the non-for- 
feiting provisions, if any, to which the 
policy was entitled when the premium 
first became due, and any excess paid 
by the insured over one-tenth of the 
annual premium, less dividend, for each 
lhe Union Central Life has made | ™onth or fraction of a month of the 
total extension beyond 60 days from 
premium’s due date, will be returned. 


EXTENSION 


surance Commissioners’ Committee 
and State Departments 


changes in its premium note system 


conforming to the requirements of the} baa) 
. : Reinstatement Provision 
insurance commissioners’ committee 

Any policy canceled because of such 
‘ default may be reinstated by payment 
these changes being effective Aug. 1.| of the balance extended with interest 

rhe Union Central’s old premium | accrued to date of settlement any time 
note system was one by which the| Within 31 days from the due date of 
3 ‘ such balance. After 31 days such a 
policy may be reinstated at any time 
within 91 days from the due date and 
the Michigan department, the company | upon the same terms, but only after 


and the Massachusetts department, 


notes were usually made payable to 


the company. Following a decision by 


changed the form of its note some time | Form 356, showing all questions an- 
ago from the regular premium note | swered in the negative has been fur- 
form to the commercial note form, | nished. After 91 days there can be no 
that is, nothing was said in the note to | reinstatement until regular health cer- 
the effect that it was in payment of a | tificate Form 282 has been approved. 
life insurance premium. ‘The company 
now reverts to the regular premium 
note form. 


Effect of Failure to Pay 


Failure to pay first year note or third 
Se a and subsequent year notes at maturity 
will not lapse the policy, and settle- 
The chief features of the new system | ment of such note may be accepted 
are that the premium note is made pay- | without evidence of insurability at any 
able to the company and is used for| time before the policy has lapsed for 
the first year only, an “extension agree- | failure to pay a subsequent premium. 
| ment” being used in place of premium | After lapse, notes for the third and 
notes for the second year; that the | subsequent years shall not be collected 
| premium must be endorsed by both the | until all requirements as to reinstate- 
soliciting agent and the general agent; | ment have been met. 
and that a suit at law for the amount Che Michigan department ruling was 
of any note on this form, and interest,| to the effect that if a note given for 
is to be commenced against the maker | only 30 days was accepted, and de- 
and endorser or endorsers within 60} faulted upon, the policy was in force 
Gays after default in payment. | for a full year in addition to the 31 
days grace, or 13 months. To meet 
this decision the company used a regu- 
| The extension agreement is used to} lar commercial note form, instead of 
extend the second year’s premium not| the premium note form. 
| to exceed 60 days from its due date. 
Any extension beyond 60 days is con- as 
ditioned upon the payment in cash of The plan of using an_ extension 
an amount equal to one-tenth of the | 28Teement in place of note for the sec- 
full premiums (less the amount of the ond year premium is something of an 
dividend) for each month of extension | innovation. The form of the extension 


Extension Agreement 


Form of Extension Agreement 


| beyond 60 days from the premium’s | 48Teement is as follows: : 
due date. One or more further ex- In consideration of a payment of 
tensions of the second year’s premium | ?----:-) receipt of which is hereby ac- 
may be made on collection of not less | knowledged, on account of the annual 
| than one-tenth the annual premium | Premium of $...... GOO: ctciucas neces 
(less dividends) for each month of such | 19--, on Policy No. on the life of 
| further extension with accrued interest | -+-++++s++s++-+> , the time for the pay- 


of the balance due on the date of such | ment of the balance of said premium 
extension. 


. . 
Wun Sutevest Must Be Pals be due and payable with interest at 


Agents are forbidden to accept a| 6% from the date hereof without fur- 
note except on the understanding ex-| ther notice or demand. 
pressed in the note that interest is to 
be paid by the maker from the date . : 3 
of the note to its maturity, and that Such extension is requested and 
the full amount due both on account of | gtanted on the following items and 
principal and interest is to be paid in | Conditions: | . : ; 
accordance with its terms. Failure to| 1. If. said balance with interest is 
exact interest from the maker of the | not paid when due, said policy shall 
note is held to be a rebate. | thereupon cease and determine, ex- 

No premium extension agreement is | cept for the non-forfeiting provisions, 
to be accepted if there is any unpaid | if any, to which it was entitled at the 
note outstanding, nor shall a note be original due date of the said premium ; 
accepted for a premium of the third or | and in such event one-tenth of the 
subsequent year, unless the policy has | said annual premium, less dividend, if 
a reserve value equal to or greater than | ny, for each month or fraction of a 
the full amount of the premium note | month of the total extension beyond 
or notes and interest thereon plus any | sixty days from the original premium 
other policy indebtedness. i= date granted in connection there- 


Conditions of Extension 


with shall be deducted from the total 

payments made on account thereof, and 
When policies are issued with interim | shall be retained by the company, and 

term premiums the interim premium | the balance of such total payments 

must be paid in cash in settlement of | shall be returned. 

the regular premium attained at time 2. The company shall not be bound 


Interim Term Premiums 











of delivery. Note for the regular | to grant extension of time for the pay- 
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ment of any future premium, or to 
accept any future premium unless paid 
in accordance with the terms of the 
policy. 

3. Due and sufficient notice with 
regard to this premium, whether re- 


quired by the statutes of any state or | 


otherwise, has been given, and in con- 
sideration of said extension every other 
or further notice is hereby waived. 

4. This agreement shall bind the 
company to the said extension of 
premium only when signed in dupli- 
cate by the insured and assignee, if any, 
of said policy, and countersigned by 
the authorized agent of the company. 

One-third on Premium Notes 


Probably one-third of all the busi- 
ness written is taken on some premium 
note plan. Some companies have noth- 
ing to do with notes and if they are 
taken they are financed wholly by the 
agent; others assist their agents in 
handling notes in various ways. The 
Union Central had the plan of having 


the note handled directly by the home 
office and in case of default the agent 
would be charged a net term rate for 


the 
Other companies charge agents with 
ithe net premium, that is, the difference 


between the gross premium and the 
commission, and other methods are 
followed by some companies. The 


Massachusetts department objected to 
the company’s plan and this objection 
was taken up by the insurance 
missioners. Massachusetts held that if 
the company accepted premium 
at all it should take them from every- 
body, without regard to their financial 
responsibility, as it was held to be a 
discrimination to take notes from some 
and not from others. The Ohio depart- 
ment also took an independent stand 
in the matter and took upon itself the 
responsibility of securing the assent of 
the other departments to its plan, but 
the Ohio department’s plan was given 
up as impracticable. 


Merit in Old 


com- 


notes | 


There was considerable merit in the | 


Union Central’s discarded plan of hav- 


ing the company handle the notes di- 
rectly. There were certain safeguards 
in this. For instance, possible fraud 


; : - 
was obviated in the case of a dishonest | 
agent who might manipulate the notes, | 


as the company notified the 
The controversy between the 
ments and the company is now settled. 


Report on Pelican Mutual Life 


An examination was 
Pelican Mutual Life of 
by the Pennsylvania department as of 


made of 


the | 
Philadelphia | 


LIFE 
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Nashville, Tenn.—tThe Nashville Asso- 
ciation at its last meeting went on record 
as heartily indorsing the $17,000 drive 
for the Milk and Ice Commission and the 
Fresh Air Camp fund now being con- 
ducted here, and pledging their support 
the attainment of the amount to be 
raised. The association reiterated its 
position indorsing government war risk 
insurance, taking the position that a 
new application to an old line company 
is new insurance and not a conversion 
of war risk insurance, and further, that 
any conversion of war risk insuranc¢ 
must be with the government 

A talk the status of life 
in this state was by Commiss 
Arrington Delegates to the national 
convention Boston in September were 


elected, 


to 


insurance 
ioner 


on 
made 


in 
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Dallas, Tex.—At the monthly meeting 
of the North Texas Association here this 
week the following officers were elected: 
Henry Champ Harris, president; George 
A. Alexander, first vice-president; J. F 
Rodgers, second vice-president and 
James B. Harris, secretary and treasure! 
The new executive committee is com- 
posed of A. S,. Doerr, Sam Weems, A 
Rosenbaum, George C. Taylor and Will- 
iam Bacon. Orville Thorpe was elected 
national committeeman 

This was the final meeting for the 
summer. The next meeting of the asso- 
ciation will be held in September. Dur- 
ing the fall meetings the association 
plans to have prominent business men 
deliver addresses. The chief address at 
the final meeting of the year was de- 
livered by Rev. W. R. Lambreth, pastor 
of a local Baptist church, who declared 
that winning men for Christ was done 
in the same manner as selling insurance 
—showing the man he needs it 

*x* * 

Cleveland, 0O.—The annual chicken 
dinner and clam-bake of the Cleveland 
Association will take place at Avon 
Beach on Tuesday, July 27 Members 

|and their families will make the trip 
in automobiles 3aseball, swimming and 
other sports will make up a portion of 
| the program, to be followed by a dinne1 

The Cleveland Association has organ- 
ized a permanent membership commit- 
tee that will do teamwork throughout 
the year John H. York, of the State 
| Mutual of Massachusetts, is chairman 
The committee has five members and 
each has been assigned to a group of 
companies and this group has been fur- 
ther subdivided with a lieutenant for 
each. In turn a member in each office 
has been assigned to the duty of secur- 


assured | 
direct that his note had been accepted. | ing all the solicitors who are not 
depart- | ; 

| gether with the new men who come into 
| the 
| furnishing 
the workers in line. 


already 


affiliated with the organization, to- 


work. Secretary C. F. Criswell is 


the information and keeping 


K . * 

Great Falls, Moeont.—J Stanley Ed- 
wards of Denver, president of the Na- 
tional Association of Life Underwriters 

|} was the guest of honor and speaker at a 
| dinner given by the Great Falls Asso- 
ciation. Mr. Edwards is making a tour 
of the northwest in the interest of the 
National Association F. E. Beatty, sec- 
retary of the State Life of Great Falls, 
who is president of the local association 


May 31. The report of the examiners 
shows the following figures: Total in- 
come from Dec. 31, 1919, to May 31, | 
1920, $292,433.53; disbursements, $148,- 
948.93; admitted assets, $50,247.70; 
total liabilities, $830.00. The report 


says, in part: 

“Criticisms, censure and complaints 
have reached the department regarding 
the operation, management and forms 
of policies issued by this company. 
After careful investigation and scrutiny 
by the examiners participating in the 
examination, we feel justified in stating 
that no unusual condition exists in the 
management and operation of this com- 


|} about 20 members at the dinner 


here, was there were 
Follow- 
renewed in the 
campaign pledged on 
of the local association 


x* * * 


toastmaster, and 
ing the address 
membership 
behalf 


activity 
was 


San Francisco—A large and enthusi- 
astic attendance of the San Fran- 
cisco association greated President J 


| Stanley Edwards of the National associa- 


pany that is not prevalent in other | 


companies and societies transacting 
like classes of business. Regarding 
complaints of policy forms and benefits 
promised thereunder, such complaints 
and criticisms are due mainly to the 
failure and inability of the insured to 
read clearly and intelligently their 
policy forms.” 





Fraternal Officers Probe Shortage 


National officers in St. Paul of the 
Sons of Herman, a fraternal, are exam- 


ining the books of Fritz Ziegler of Still- 
water, Minn., national treasurer, as a 
result of the discovery of alleged short- 
ages. Ziegler, who has been placed un- 
der arrest, denies that he had used the 
money of the order for other than in- 
tended purposes. 





tion Monday, 


on a tour of 


when he visited 
the Pacific 


the city 
coast assoica- 
tions. The constitution of the San 
Francisco association was amended at 
the meeting so as to change the organi- 
zation’s name to the Northern California 
Life Underwriters Association. It is now 
planned to form branch associations at a 
number of principal cities in northern 
California. 


Omaha Association’s Outing 
A party of 125, 
of the Omaha Life Underwriters’ As- 
sociation and their wives, motored to 
Valley, Neb., last week for an outing 
and- picnic supper. The party paraded 
through the streets before starting for 
the country. Among members of the 
committee in charge were H. R. 
Wilder, Hugh Wallace and W. C. 
Bronson. 


including members | 


CONFIDENCE 





Years of faithful service and cooperation and honest business 
dealings have gained for this Company the unquestionable stand- 
ing and confidence of its policyholders and agents. 

Attractive general agency contracts with unusual opportu- 
nities for reputable, industrious 
salesmen desiring permanent 
connection with a strictly ag- 


gressive Company. Modern 


pst seny 
yRANCE SOCIETy 


‘J* 
Exim 






| oy 
policies containing Double In- SAS the UNITED STATES 


’ Des MOINES. Iowa 


os 
W 


demnity and Total Disability 
features. 


Write for Information 











ONCE MORE IT 


Leads Them Allin Kansas 


Of eighty-seven old line Life Insurance com- 
panies writing ordinary business in Kansas dur- 
ng 1919, official advices from the State Super- 
intendent of Insurance again demonstrate the 
choice of the people of its Home State to be 


The Farmers & Bankers Life 
Insurance Company 
WICHITA KANSAS 











————— 





In 1919 


44 General Agencies paid for 
$88,000,000 
Standard Business 
Dividend Scale Maintained, Surplus Increased 


New England Mutual Life Insurance Co. 
Boston, Mass. 














An Exclusive Life Reinsurance Company 


THE REINSURANCE LIFE COMPANY 


OF, AMERICA 
DES MOINES, IOWA. 


Prompt Service Full Coverage 
Attractive Contracts 





F. D. Harsh, Secretary 
e 


H. B. HAWLEY, President 
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Indianapolis Life Insurance Company 


INSURANCE IN FORCE 
1905 $ 325,000.00 
1906 1,281,909.93 — 
| 
1907 2,158,315.62 he $6,580,823.00 


1908 2,3 44,449.12 : 
’ Total Death Claims 
1909 3,037,135.59 Paid. . ‘ Masa 388,901.45 


1910 3,760,237.71 Total Dividends 

1911 4,451,264.48 ohn Se 
1912 5,756,690.86 Admitted Surplus. 101,350.49 
1913 7,011,554.27 Admitted Assets . 1,744,366.92 


1914 8, 655,788.49 
1915 = 10,231,921.21 
1916 12,021,820.06 
1°17  13,665,053.54 FRANK P. MANLY 
1918 15,532,346.26 et 


1919 20,456,374.44 indienapolie, Ind 























WANTED 


First class Field Superintendent. 
For an old line Life Insurance Co. 
Location—Middle West 


Salary and Expenses 


This is an exceptional opportunity. Liberal 
Commission contracts, with perpetual renewals, 
to offer agents. Our policy contracts are un- 
excelled. Correspondence confidential. 


Address, 92-F 
Care THE NATIONAL UNDERWRITER 
175 West Jackson Boulevard 


CHICAGO, ILL. 




















“The Oldest Company in America” 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The 
American Experience Table of Mortality, the cornerstone of 
modern life insurance. The “contribution plan” of surplus dis- 
tribution, used almost universally by American companies. The 
Continuous Instalment policy, the basic form of all Life Income 
contracts. 


**Mutual Life’’—known in every household. Unexcelled 
policies and service, notable financial strength, co-operation with 
agencies. Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York City 

















' 


| LIFE AGENCY CHANGES 











Van B. Eyerly 

Van B. Eyerly has become a mem- 
ber of the Seaton & Fitzgerald general 
agency of the Equitable Life of New 
York at Canton, IIL, and the firm name 
has been changed to Seaton, Fitzgerald 
& Eyerly. The Seaton & Fitzgerald 
agency produced nearly $1,500,000 of 
business last vear, and has set its goal 
at the $2,000,000 mark this year. Mr. 
Eyerly is well known in southern IIli- 
nois for his work in connection with 
various charitable and philantropic en- 
terprises. 





W. J. Bell 


William J. Bell, manager for the 
Massachusetts Mutual Life at San 
Francisco for the past seven or eight 
years, has resigned and is now on an 
extended vacation trip before resuming 
active work. 


C. C. Otis 

C. C. Otis has been appointed agency 
supervisor of the Detroit Life for the 
northern half of the lower Peninsula 
of Michigan with headquarters at 
Petoskey. He was formerly associated 
with the company but moved to IIli- 
nois and took another position. He 
has had over 20 years of experience in 
insurance and is regarded as a live 





Life Agency Notes 


Assistant Manager J. D. Loop of the 
Travelers at Denver has been appointed 
manager, 

Clinton Focht has become general 
agent of the Ohio National Life at Wa- 
pakoneta, O. 

Ericson & Ahlvin of Joliet, Ill., have 
been appointed general agents for the 
International Life & Trust 

Special Agent Joseph T. Mariman has 
been made assistant manager of the 
Hartford branch office of the Travelers 

Bennett & Muxlow have been ap- 
pointed general agents of the Minnesota 
Mutual Life for northern Kansas with 
headquarters at Smith Center, Kan 

Carl Hildebrandt has been promoted to 
district manager for the Dakota Life, 
with headquarters at Mobridge, S. D., his 
territory covering the entire north half 
of the state west of the river 

E. A. Morrison, who has been a suc- 
cessful district manager in western Ne- 
braska, has been appointed general 
ugent of the Minnesota Mutual for south- 
ern Kansas, with headquarters at Hutch- 
inson, Kan. 

Edward Cook has been appointed dis- 
trict. manager of the Minnesota Mutual 
at Rochester, Minn. He recently re- 
signed as cashier of the First National 
Bank at Rochester, to devote all his 
time to life insurance 

Stanley F. Howard has been appointed 
superintendent of agencies for the Des 
Moines agency of the New England Mu- 


} tual, which has charge of Iowa and 


South Dakota. He is a graduate of the 
Carnegie School of Life Insurance Sales- 
manship. 

Henry G. Washburn has been appointed 
district manager of Oconte County, Wis., 
of the Great Northern Life of Wausau. 
For the last two years Mr. Washburn 
has been in government. service as 
deputy collector of internal revenue, 
with offices at Shawano 

Fred W. Dower, special agent for the 
Travelers, has been appointed assistant 
manager of the Detroit office. Mr. Dower 
went with the Travelers about nine 
months ago and prior to that time was a 
teller in the Harris Trust & Savings Bank 
in Chicago. 

The North American Life has been 
licensed in California Cc. A. Holbert of 
Los Angeles will represent the company 
in the southern part of the state and 
W. H. Kelly will act as its representa- 
tive in the northern section with head- 
quarters at San Francisco 

The Southwestern Kansas agency of 
the Great American Life of Hutchinson, 
Kan., has been purchased by Otis Hol- 
man and H. EF. Downs. Mr. Downs is a 
banker and Mr. Holman the insurance 
man. Mr. Holman has been a sub-agent 
with the Great American for about two 
years. 

W. I. Easly, former college professor 
and now full time salesman for the Bank- 
ers Life of Des Moines, has had a big suc- 
cess as a life insurance producer. Fol- 
lowing successful work in Wisconsin and 
Towa, he is moving, with his family, to 
Mansfield, O., where he will represent the 
Des Moines company as a member of the 
Cleveland agency. 


The Provident Life 
and Trust Company 
of Philadelphia 


(Penna. ) 


Provident agents are sell- 
ing not only protection but 
satisfaction. 


The policyholder who 
matures a Provident Long 
Endowment is a center of 
Provident influence in 
his community. 


PROTECTION +- THRIFT SATISFACTION 














“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «-T Bids.) IOWA 


TERRITORY 
IOWA SOUTH DAKOTA 











“SOMETHING 
NEW FOR 
AGENTS” 








National 
American 
Life 
Insurance 
Company 








Burlington, Iowa 








I 
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| Guardian Life Is 
60 Years Old 


CF July 16, the Guardian Life of New 
York celebrated its sixtieth anni- 
versary. On that day the agents made 
a special effort to send in a big volume 
of business. The Chicago office. re- 
ported 25 applications for $223,000 of 
new business and other general agen- 
cies produced in proportion. The com- 
pany is forging ahead in splendid style 
this year, having written $23,000,000 of 
paid-for business during the first six 
months. It is aiming at the $50,000,000 
mark for the year and is about $7,000,000 
ahead of last year’s record. July has 
been set aside as policyholders’ month, 
and the company has sent to every 
policyholder a letter giving the com- 
pany’s history and a record of its 
growth up to date. On Jan. 1, 1861, the 
company had assets of $194,545; liabili- 
ties $10,000; surplus and dividend fund 
$184,545 and insurance in force, $499,979. 
In 1875 it had assets $6,640,000; liabili- 
ties $5,866,390; surplus and dividend 
fund $773,614 and insurance in force 
$34,090,100. In 1890 this had grown to 
assets $14,824,966; liabilities $13,701,958; 





surplus and dividend fund $1,124,008 and | 


insurance in force, $54,199,371. On the 
first of this year, the company’s state- 
ment showed assets $58,215,528; liabili- 
ties $53,133,246; surplus and dividend 
fund $5,082,283 and insurance in force 
$200,179,021. The company has received 
from policyholders $172,071,765 and paid 
to. policyholders since organization 
$130,142,981. 


Has Taken Over Many Companies 


The report of the examination of 
the International Life by the Missouri 
and Texas departments as of Dec. 31, 
gives a list of the companies it has 
reinsured, together with a comment as 
to the contracts in each case and the 
main features of the reinsured com- 
panies. The first company taken over 
was the Empire Life of Texas. Then 
came the Great Western Life of Kan- 
sas City, Tennessee Life, Southern Life 
of Louisville, California National Life, 
Jefferson Life of Oklahoma City, 
American Home Life of Fort Worth, 
Tex., Cherokee Life of Texas, Empire 
Life of Atlanta, Ga., United States An- 
nuity & Life of Chicago, Reliable Life 
and National Life of Helena, Mont. 
The total reinsured business was $57,- 
540,107, of which $29,541,734 is in force. 
The company’s original business out- 
side of its reinsurance business in force 
is $72,426,119, giving it Jan. 1, $101,- 


967,853. 





Equitable Agents Meet 
WHITE SULPHUR SPRINGS, W. 


VA., July 22.—The annual business 
conference of the Equitable Life’s 
southern century club and quarter- 


million club delegates in the southern 
district was held on July 19-21, at the 
Green Briar at this point, to be fol- 
lowed on July 22-24 by the conference 
of the Central Century Club and 
Quarter-Million Club delegates from 
the district covered by the agencies in 
the middle west. 

About 800 delegates in all attended, 
each club district being represented by 
about 400 agents. 

The same general program was fol- 
lowed at each of the conferences. The 
convention was opened by Vice-Pres- 
ident William E. Taylor. Secretary 
William Alexander, author of “What 
Life Insurance Is and What It Does,” 
and “How to Sell Insurance,” con- 
ducted the special sessions devoted to 
life income insurance. Second Vice- 
President F. H. Davis led the discus- 
sions on the value of. the “expert train- 
ing for the life insurance 


tion of accident and health insurance, 
and the Equitable’s new non-cancellable 


salesman.” | 
The meeting devoted to the considera- | 





policy, was under the chairmanship of 
Superintendent of Agencies L. C. York. 
Second Vice-President W. J. Graham 
had charge of the session at which 
group insurance and business insurance 
were considered. 

The last of the Equitable agency club 
conferences will be the Pacific Century 
and Quarter-Million Club meeting at 
Yosemite Park the first week in August. 


TELLS ABOUT TAX DECISION 


George Lines, General Counsel, Gives 
Facts About the Claim of North- 
western Mutual Life 


General Counsel George Lines of the 
Northwestern Mutual Life calls atten- 
tion to a paragraph in THe NATIONAL 
UNDERWRITER of last week, _ stating 
that the claim of the Northwestern 
Mutual Life to a refund of approxi- 
mately $200,000 paid to the collector 


of internal revenue, aS a tax on its 


LIFE INSURANCE EDITION 


income, which was sustained by Judge | 


district 
a ruling 


United States 
reversed by 


the 
been 


of 
had 


Geiger 
court, 


handed down by the United States cir- | 


cuit court of appeals at Chicago. Mr. 
Lines corrects this story as follows: 

“The facts are that in this case, 
which was brought by the company 
against the collector of internal reve- 
nue for the eastern district of Wiscon- 
sin, Judge Geiger, on Nov. 16, 1917, 
gave a judgment in favor of the com- 
pany for $143,368.78, with interest from 
Jan. ee, 1912. On appeal by the col- 
lector from this judgment, the circuit 


court of appeals reversed Judge 
Geiger’s judgment as to three items 
only, amounting in the aggregate to 


$11,612.94, and remanded the case with 
instructions to enter judgment in favor 
of the company for $131,755.84 with 
interest at 6 per cent from Jan. 22, 
1912, so that, instead of judgment b 


th C 


ing ordered against ompany fo 
nearly $200,000, judgment is ordered 
in favor of the company for approx 
mately that sum.” 
Northwestern Mutual Meeting 

The annual meeting of the North 
western Mutual agents will be held at 
the home office next weck, the busi 


ness meetings starting Tuesday morn 


ing. President W. D. Van Dyke will 
give the address of welcome In the 
afternoon W. J. Fischer of St. Louis 
will preside. There will be a sales 
demonstration with B. H. Baddenoch 
and F. M. Kremer, both of Illinois, 
participating. A. F. Carter of Massa- 
chusetts and Frederick E. A. Goodwin 
of Massachusetts will give a_ stand- 
ardized sales talk, and a sales demon- 


stration. J. R. Jennings of Massachu- 
setts will give an address on “Person- 
ality in Salesmanship,” and Charles W. 
Scovel will give a talk on “Every Life 
Policy an Old Age Policy.” Then will 


follow further sales demonstrations. 
There will be other sales demonstra- 
tions the following morning and ad- 
dresses by Dr. Samuel Sale of Missouri 
and J. N. Floyd of Kansas. On 
Wednesday aiternoon, Dr. John A 
Stevenson of Carnegie Institute will 


give a talk on “Psychology of Selling,” 

and Vice President M. J. 

company will speak. 
Travelers Big Group Gain 


The Travelers has shown a decidedly 


Cleary of the 
| 


healthy increase in its group depart- | 


months 
group 
gain of 


ot 
life 
70 


first six 
number of 


ment during the 
this year. The 
contracts issued showed a 
per cent as compared with the 
responding period last year. This tre- 
mendous increase over the great vol- 
ume written in 1919 may be taken to 
mean a wider distribution of risks. It 
means also that small businesses are 
taking out policies as well as the larger 
employers. 


The Equitable Life of New York paid 
22 double indemnity claims the first six 
months of 1920, the original 
being $50,500. The total 
$101,000. 


paid 


cor- | 


insurance | 
was | 











Central States 
Life Insurance Company 


St. Louis, Mo. 





Insurance in force - - $53,000,000.00 





JAMES A. McVOY 


Vice-President and General Manager 
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The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT =e MONTHLY INCOME INSURANCE. 


LATEST POLICIES AND AGENCY CONTRACT Bai S7 ines 
Openings OHIO, IND. KY.. MICH. and W.VA. Write Columbus 








WANTED 


A General Agent for Cincinnati 
By 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 
Look up the record of this Company, then write the 


Secretary for particulars. Here’s a life-time opportunity 
for the qualified man willing to work. 











The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line : 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. For terms 
and territory, write to 


WM. MONTGOMERY, President and Gen. Mer. 
New Masonic Temple Washington, D. C. 











EXCELLENT OPPORTUNITY for Reliable, Energetic men to 
represent us in the states of Illinois and Missouri with direct 


Home Office contracts. Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY OF COLORADO 


THOS. F. DALY, President 
DENVER, COLORADO 

















Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President  —_ 











Frans Nelson, President ni WES LAN 


The “Giant of the West’? 

















14 THE NATIONAL 


UNDERWRITER 
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Exclusive Working Rights 


—and— 


Strong Helping Plan 


In a rich and prosperous district, are available to 
a life insurance salesman, who is a salesman, as 
a representative of a strong mutual company— 





One of America’s Greatest 





Address 19-L care The National Underwriter 








AMERICAN NATIONAL INSURANCE COMPANY 


of GALVESTON, TEXAS 
W. L. MOODY, JR. : ; President 


FIFTEENTH ANNUAL STATEMENT 
December 31, 1919 
LIABILITIES 
Net Reserve American Experi- 


ence 3 and 3% per cent....... $5,743,808.08 
Special and Contingent Reserve 226,521.59 


ASSETS 
Real Estate Owned............. $ 884,324.41 
Mortgage Loans, First Liens.. 3,091,830.79 
me & to Policyholders 








on Company’s Policies........ 651,057.17 Death oe in Process of Ad- 
OR 1,589,468.02 feamtememt ...cccccccccccccccccscs 029.75 
Collateral Loans.............+++. 600. All aw * Liabilities 
Certificates of Deposit.......... 46,679.22 Capital Stock 
Cash im Banks..............cc00¢ 690,373.70 Assigned Funds 
Interest Due and Accrued..... 157,631.02 Surplus ...... seeeeeeees 
Net Deferred and Uncollected Surplus Security to 

WUE, cacccvcccoesescoeseee 995.02 Policyholders ..... eeccccccs 1,193,306.82 
All other Assets.............+++ 2,827.02 

$7,315,786.37 $7,315,786.37 


Life Insurance in Force, $101,632,847.00 
Paid Policyholders, $7,175,570.00 
“ANCHOR TO THE ANICO” 


For Further Particulars Write to: 


Cc. S. HUTCHINGS Ww. J. SHAW 
Actuary and Agency Manager Secretary and Manager 
Ordinary Department Industrial Department 








WANTED 


A responsible party as District Manager for Toledo, O., 
and Lucas County, by an Old Line company which also has 
an accident department. Splendid opportunity for a man 
of proven ability to get on the ground floor with a young 
and progressive Company. P. O. Box 811, Dayton, Ohio. 








The Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
monpenaing Se a competence 
‘or 


For Contracts and Territory, Address 
H. M. HARGROVE - President 


Beaumont, Texas 











CONSERVATION OF BUSINESS 
We are closteting, revamping and cleaning up. indebted policies for a number of Life Companies, 
thus standardizing conserving the business, the _Preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. 
Our references cover eighteen years of satisfactory service, and we Seeapectiully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 

















| the 
|eral S. P. 


| Savings Investment Company of 
| ica 


| which 


| said. 


TURN DOWN CHARTER 


SAVINGS INVESTMENT 


o. 2. 





Oklahoma Attorney-General Declares 
Unique Contract Will Not Meet 
the Legal Requirements 





OKLAHOMA CITY, OKLA., July 
20.—Insurance to be paid at the time of 
the policyholder’s marriage instead of 
at his death is proposed in an applica- 
tion for a charter filed last week with 
secretary of state. Attorney-Gen- 
Freeling advised the secre- 
tary of state that the charter should 
not. be issued. 

The company known as the United 
Amer- 
and backed by citizens of Tulsa 
proposed to issue policies on the per- 
ons of infants between the ages of one 
and fifteen years, with premiums pay- 
able weekly. 

“It is possible to imagine a case in 
a boy or girl would have his 
entire resources tied up in one of these 
contracts,” Attorney-General Freeling 
“The money would not be avail- 


able until the marriage of the policy- 


holder. Marriage on the part of the 
policyholder might not then be an 
| entirely free and voluntary act based 


upon the best motives, but a matter of 








| convenience in making available the 

resources of the policyholder.” 
Columbus Mutual Meeting 

The Columbus Mutual Agents Asso- 


| ciation will hold its 








annual’ meeting at 
the home office of the Columbus Mu- 
tual Life in Columbus, O., Aug. 


25-28. | 


The first two days will be given over | 


to business sessions and the 
will be spent at Buckeye Lake. The 
annual banquet will be held the evening 
of the first day with Treasurer S. A. 
Hoskins as toastmaster. Among the 
speakers will be C. L. Miller, vice-presi- 
dent of the National Guardian Life of 
Madison, Wis., and Insurance Super- 
intendent Crew of Ohio. 


Pass Tax on to Applicants 


Some companies that have been pay- 
ing the 8 cents per $100 war tax on 
policies have decided to pass it on to 
their applicants. In some cases the 
agents have been paying it themselves, 
rather than collect it from the appli- 
cants, but the companies that are 
passing it on say that the applicants 
themselves should pay it. 





- No Falling Off in Business 


last two | 


No indication of a material falling off 


in new business is 
figures on the Mutual Benefit 
which had paid for business in June of 
$20,427,249, an increase, compared with 
June, 1919, of $5,722,017. 
business is considerably in 
the large business of 1919. 
The net paid for business for the first 
six months aggregated $124,195,185 on 
26,530 lives. 


excess of | 


to be found in the | 


Life, | 


| 


The issued | 


| 
| 


This is $3,140,995 in excess | 


of the amount for the first six months | 


of 1919. More business has been paid 
for during the first six months of 1920 
than in any previous whole year in the 
experience of the Mutual Benefit, with 
the one exception of 1919. 

On an issued basis, its insurance in 
force at the end of June. 1920, was 
$1,248,604,184. On the same date in 
1919 on the same basis the insurance 
in force amounted to $1,063,312,716. 
The company’s average policy in force 
this year on this basis is $2,820, against 
an average last year of $2,654. 





Frank G. Cross, Jr., son of the mediéal 
director of the Columbia Life and 
nephew of President S. M. Cross. has 
entered the insurance business and has 
already written considerable business 
a Columbia in and around Cincin- 
nati. 








HOME LIFE 
INSURANCE CO. 


NEW YORK 
WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 





W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bldg. 
CINCINNATI, OHIO 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO 
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Yours for the 
asking: 


A booklet on our 
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Agency Contract 


Means much to thinking insurance men 


Nat enalge 
nsurance Company 


Madison, Wisconsin 








FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 


has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income’”’ 


and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 








DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to negotiate with 

men who can establish their 

capacity to pay for a reasonable 

volume of New Insurance 

regularly—good business placers 
steadily needed. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: Albert E. Awde, Supt. of Agencies 


PEE re Oke TET qaow. 











37,005 PEOPLE 


wrote to us last year and asked for an illus. 
tration of our “Income for Life” at their age. 
This valuable lead service explains why our 
1919 business showed a gain of 81 per cent. 
oe Fidelity operates in 40 states. Full level 

premium reserve basis. Insurance in 
ty over $173,000,000. Faithfully serving 
insurers since 1878. 

A few agency openings for the right men. 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pres. PHILADELPHIA 
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NEWS ABOUT LIFE POLICIES 








Policy Literature, Rate Books, etc. .Su 
and “Little Gem,” Published 


New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
Annually in May. 


ting the “Unique Manual-Digest” 
PRICE, $3.00 and $1.50 respectively. 

















ANNOUNCES NEW POLICIES 
Travelers’ Gets Out a Supplemental 
Manual and Explains the Invest- 
ment and Income Forms 





The Travelers has gotten out a sup- 
plemental life manual, containing con- 
tracts which emphasize the investment 
or income features. A number of these 
forms have not heretofore been issued 
by the company. The Travelers says 
that this kind of insurance necessarily 
interests men and women of the sal- 
aried or professional class, or those 
who desire to make provision for their 
future income after their retirement 
from business responsibilities by the 
systematic payment of premiums dur- 
ing their productive years. These con- 
tracts generally include permanent 
and total disability provisions for men 


and women. In telling about these 
contracts, the Travelers says: 
Monthly Life Income Contracts—This 


is an entirely new form providing level 
insurance to age 50, 55, 60, 65 or 70, 
with a monthly life income thereafter 
This income is not only payable for the 
life of the insured but in event of the 
death of the insured after the maturity 


of the policy and before the sum of the 
income payments equals the face of the 
policy the balance will be paid in one 
sum to the designated beneficiary. Where 
the maturing age is 65 years the con- 


tract is not greatly different from the 
insurance annuity 65 form, but at the 
other maturity ages the new contract 
will meet long expressed wants 

Annual Premium Deferred Life Annu- 
ities—These contracts have been re- 
drawn and may be written with a most 
attractive disability provision When 
issued in connection with the monthly 
life income contracts above referred to 
contracts will provide for any 
combination of insurance or income that 
is desired. 

Single Premium Deferred Life 
ities—Men and women who are 
of sufficient income in the 
future may desir« to 
policies with the thought of providing a 
life income in later years 
tracts may be issued with or 
disability provision 

Single Premium Longer Life Annuities 
—The company publishes these rates for 
the first time, although such contracts 
have been written heretofore upon spe- 
cial quotation. 

Cash Refund Annuities—The argument 
usually applied against the annual pre- 
mium deferred life annuity contract is 
that the annuitant must survive in or- 
der to obtain any return from the con- 
tract, that is, no benefits are payable in 
event of death. The cash refund annuity 
contract answers this argument by pro- 
viding for the return of premiums in 
event of death -prior to the maturity 
age, with a further provision that in 
event of death after maturity the bal- 
ance between the sum of the premiums 
paid less the anhuity payments made 
prior to death will be paid in one sum 
to the designated beneficiary. These 
contracts are issued on the annual pre- 
mium or the single premium plan—the 
single premium contracts being issued 
with either deferred annuities or imme- 
diate annuities. 
values are provided. Special 
provision may be included on all except 
the immediate annuity plan. 

The ideal contract for business women 
has heretofore been announced but is 
included in this manual complete as to 
premiums and as to surrender vatues 

Life Insurance—Premiums Payable to 
Age 60—The new manual contains both 
premiums and values for this new con- 
tract. 
Disability Provision 1, with 
Provision 2, or without disability 
vision. The contract 
Travelers life insurance program, for 
there are many risks at the younger 
ages who do not desire the ordinary 
life contract for the reason that pre- 
miums do not cease until death and who 
do not care to pay the higher premiums 


these 


Annu- 
assured 
immediate 
purchase these 
The Sse con- 


without 


Disability 


Paid-up, cash and loan |} 
disability | 


This contract may be issued with | 


pro- | 
completes the | 


called for by the usual limited payment 
life forms,—in other words, are desir- 
ious of paying or life insurance over a 


period which is measured by their prob- | 


able business lifetime. This form of 
contract should therefore prove to be 
popular at the younger ages of issue. 





Union Central 

The Union Central has revised its 
limits on ages 50 and over as follows: 
Ages 50 to 54, inclusive, $75,000; ages 
55 to 59, inclusive, $50,000; ages 60 to 
65, inclusive, $25,000. 

Residents of the United States con- 
templating temporary travel but not 
residence in Germany, if medically first 
class, will be considered for insurance, 
but for not more than $25,000 on plans 
other than term. Term insurance will 
not be issued to applicants who intend 
to travel or reside outside the main- 
land of the United States. 


Great American Life 


The Great American Life of Hutch- 
inson, Kans., has gotten out a child’s 
endowment policy. It will pz 
death benefit, if death should 
prior to attaining the age of 15, all the 
premiums which have been paid plus 5 
percent compound interest. By pass- 
ing a satisfactory examination the pol- 
icy can be changed at age 15, to the 


company’s regular endowment form 
and will bear the same original date 
and maturity date and premium as the 
regular policy at age 15 The policy 
will also provide for an additional pure 
cash endowment, making the regular 
cash value and that at maturity higher 
than the regular endowment policy. 


rhe rates are about the same as regu 
lar participating endowment forms at 
age 15. 


Omaha to Share Metropolitan Fund 


Announcement has been made in 
Omaha that that city is to shafe in the 
$50,000,000 fund which has been ap- 
propriated by the Metropolitan Life 
to help alleviate the housing shortage 
at present so prevalent throughout the 
country. It is understood that Omaha 
will receive approximately $3,000,000 of 
the total fund. 


Conference in Des Moines 


General agents of the Massachusetts 
Mutual in the Des Moines district met 
in Des Moines Friday. J. Frank Yost, 
district manager, was in charge. Emory 
Bream of the Berkshire Life spoke, and 
there were talks by a number of agents 





| 


of the Massachusetts Mutual. It was 
a most successful gathering, and was | 
largely attended. 
First Year Death Losses 

The New York Life paid 51 first | 
year death losses in June, totalling 
$272.690. Five of these payments in- 
clude double indemnities. In two 
cases death resulted from automobile | 


accidents. In the other three, déaths 
resulted from accidental shot, drown- 
ing and general accident. 
ple died in less than one month after 
insuring, one of them in 18 days. 





Albuquerque Company to Build 


The National Life of 
N. M., has purchased ground on 
it will start at once the erection of a 
six story building which, when 
pleted, will cost approximately $700,000 
The building will be of strict fireproof 
construction and will be fitted up as an 
exclusive office building. 





The Northern California 
Agents Club has returned from a five-day 
outing in the 
Mariposa Big Tree Grove. 


Three peo- | 


Albuquerque, | 
which | 


com- | 


Aetna Life 


Yosemite Valley and the | 








Everything Is Guaranteed 
Nothing Is Estimated 


Agents selling life insurance find it of distinct ad- 
vantage these days to sell policies that carry absolute 
promises backed by the legal guarantee of the cor- 
poration. 


he Indiana National Life 


Insurance Company 


Indianapolis, Ind. | 

































nonparticipating insurance. It is bed rock life | 
with no frills or fancy adornments. It is the stuff 
who want every possible dollar 
dollar deposited as 


only 
insurance 
that appeals to the people 
of protection they can buy for 
premium 


sells 


every 


Our 1920 program is a one that contemplates 
a vigorous and systematic campaign for business. 


We have the 
We have the home office equipment and territory 


We now 


progressive 


policies and the agency contracts 


need the men to carry the Indiana National ban- | 





ner into new strongholds backed solidly by the whole 
organization | 
Last year was a banner year in life insurance. This year 


will be a still better one 


Address C. D. RENICK, President 


INDIANAPOLIS 


Open Territory for Illinois, Indiana and Michigan, with 
contracts that will interest you 


















































A QUICK SELLER 


STOCK SALESMEN 


Will learn something of interest by addressing 


F. A. GILLIS 
706 First Wisconsin National Bank Building 


Milwaukee, Wisconsin 


Only those who can furnish satisfactory 


references and a bond if required need 


apply. 














THE NATIONAL UNDERWRITER 
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= general agencies which under favorable | 
| Cecuidlans like the present are | 
| TIMELY LIFE TOPICS |for as much as a million a month, WANTED! 
| though they might not average as much 
_|{|as this for a whole year. In Phila- 
—_—_-— ———— oon delphia the companies are to a certain DISTRICT AND SPECIAL 
M. DICKEY, who went to the) his influence on the other men is ne agg mag pn -ee be rales AGENTS 
delphi ~enCcy . : ing Mr. Snyder always looks | "YC. , ‘ 
Philadelphia agency of the Mutual | One thing Mr nyde way ¢ ST ee en ene ae ae 


where he had made a 


Life from Erie, 
putting in a fully 


splendid record, is 


equipped general agency office and add- | 


ing considerably to the number of his 
agents. He believes he can build a 
$15,000,000-a-year agency in Philadel- 
phia. In this new office in the Finance 
Building he has 6,000 feet of floor 
space. One of his innovations, which 
might be copied by other large offices, 
is to have a “post office” for the agents, 
with a box for each man. 
notices from the home office, and va- 
rious matters connected with his busi- 
are thus handled expedi- 
the agent, for : 
vaiting to hear from the home office 
on a case, all he has to do is watch 
his box and it is the business of the 
office cashier to put the reply in his 
box immediately on receipt of the in- 
formation from the home office. The 
“post office” is a great convenience to 
the agents and much preferred by them 
to the old method. 
x * * 


business 
tiously; if 


C W. SNYDER, manager of the 
*Massachusetts Mutual at Cleve- 
land, is a born “picker” of agents. He 


can see a prospective agent in a clerk 
behind a counter, a high salaried man 
in another line, a brick layer, or even 
an elevator man. He seems to know 
instinctively whether a man is of the 


Policies, | 


instance, is | 


for in prospective agents is their abil- 


ity to sell life insurance by putting 
| service and not their own compensa- 
tion first in their thoughts. He has 


got to the point where he will not hire 
a man who cannot help thinking of his 
own commission first and the interests 
lof the policyholder second. He says 
the worth-while life insurance man 
must become thoroughly 
the service which life insurance is to 
mankind and if he is not “sold” on 
the big idea he does not want him in 
|his agency. On this principle he has 
built one of the most successful agen- 
and says he could 


cies in the country 
double his force of high-grade men if 
the company had not shut down on 


the employment of men because it ts 
already writing all the business it can 


handle. 
* oe os 


among 
that 
et- 


NE thing is very evident 

the home offices and that is 
the companies are straining every 
fort to cut down expenses so that every 
last available dollar can be put into 
new business. Most companies realize 
that their writings will be limited this 
;} year only by the amount of business 
thier surpluses will stand. Home office 
and agency allowances are being cut 
| down wherever possible and all sail is 
| being crowded on to care for the new 
business that is pouting in. 


right timber to handle life insurance or | 


not. 
of his competitors say is the best or- 
ganized agency in Cleveland. He has 


a well-balanced agency comprising a 
large number of high-grade producers. 
When he sees a man is not of the 
right calibre he drops him even if he 
is writing some business, as he says 


He has built up what even some | 


HERE'S a jet deal of difference 

in the way some cities are 
ized” life insurancewise, as compared 
with some others. For instance, Cleve- 
|land and Detroit are two cities where 
| large production is the rule with most 
|}companies. In Cleveland there are 
| quite a number of highly organized 





Com 


A WESTERN, 
OLD LINE 


Northwestern 
National Life Insurance 


MINNEAPOLIS, MINN. 
MUTUAL, ANNUAL DIVIDEND, 


The Company for Policyholders and Agents 


pany 


COMPANY 











W. T. GRANT, Vice-President. 


$50.00 A WEEK FOR LIFE 


while totally disabled from eitherinjury or illness. $6,000.00 
fordeath by ordinary accident,$12,000.00 forTravelaccident 


AND IT ONLY COSTS $56.00 PER YEAR 


Our top salesman made $12.000.00 last year. Does it in- 
———_—_————— terest you? a 


BUSINESS MEN’S ASSURANCE COMPANY 


If so write - 


KANSAS CITY, MISSOURI 











B. H. WRIGHT STEPHEN 


President 





State Mutual Life Assurance Company 


OF WORCESTER, MASSACHUSETTS 
Incorporated 1844 
1919—SEVENTY-FIFTH ANNIVERSARY YEAR 


For 75 years—far longer than the average life—the STATE MUTUAL has 
furnished unsurpassed protection and service. 
Additions afe made to our agency 


Superintendent of Agencies 


orce when the right men are found. 
D. W. CARTER 


I RELAND 
Secretary 








| of his attention to life insurance, 
| that he 


aside 


“organ- | 





imbued with | 


| some cities there 


present time there are, according to a 
recent estimate, at least fourteen per- 
sonal producers writing nearly or over 
$1,000,000 a year. In Buffalo, N. Y., it 
would be hard to pick more than one 
or two million a year men. 
Cleveland, O., is one of the best life 
insurance districts in the country today. 
Not only is the field an exceptionally 
good one, but there is a large number 
of high grade men in the business there 
who are turning in large quotas. In 
are not enough men 
in the business to handle the business 
which ought to be written. They are 
under-organized. ; 


Devote Attention to One Line 
Percy D. 
in Chic ago, 


Smith, of the 
who gives most 
Says 
his men can make 
the selling of health 
insurance if they devote 
a certain time of the week exclusively 
to it. In other words, Mr. Smith says 
that so far as his office is concerned, 
he is convinced that a man cannot go 
to a customer and endeavor to sell 
him more than one class of insurance 
at one sitting. He must have a single 
line of indemnity in mind. Therefore, 
Mr. Smith has found it wise to set 
a day or two days a week wher 
the men can specialize on accident and 
health insurance, going out during that 


Manager 
Aetna Life 


finds that 
more progress in 
and accident 


period and presenting disability insur- 
ance alone. He feels that when an 
agent endeavors to sell a man more 


than one kind of insurance at one time, 
he will not get a good reception, and, 
in fact, the agent is not keyed up to 


sell more than one line at one time. 


| great 


|; Came 


were 


Guardian Life Celebration 
Life of New York 


rounded out 60 years of existence on 
Friday. The field forces were endeavor- 
ing to secure $1,000,000 in applications 
on that day. The Guardian Life has 
made commendable progress and is re- 
garded as one of the leading life com- 
panies. Vice-President T. Louis Han- 
sen, who is in charge of the 
department, is one of the best known 
life underwriters in the country. Man- 


The Guardian 


agency | 


ager George Hoffman of the Chicago 


office celebrated the d: iy by giving 
a luncheon at noon to his agents. 





Most Business From Full-Timers 


The Phoenix Mutual reports that the 
bulk of its $31,500,000 of paid 
business during the first half of 1920 
from full-time representatives 
number of such contracts in force 


The 


on July 1 was 371. It is therefore evi- 
dent that the average production of 
the full-timers for this year will be at 


least $150,000 and when contracts that 
not in force during the entire 
twelve months are eliminated it is like- 
ly that the final average will be some- 


| what higher. 


For 1919 the average paid production 
of the companies full-time representa- 
tives was $155,868 of insurance and $5,- 
572.42 of premiums. This includes the 
totals of all who are under full-time 
contract during the entire year. The 
man who produced only a few policies 
is included as well as the one who may 
have paid for several hundred thousand 
dollars, 

The company has been experiencing 
a low mortality and that policies are 
renewing well is indicated by the gain 
of approximately $24,000,000 in insur- 
ance in force for the first six months 
of 1920. 


H. J. Williams, state agent of the First 
National Life in South Dakota, has 
moved his headquarters from Pierre to 
Watertown. 





both in NORTH DAKOTA and 
SOUTH DAKOTA, by one of 
the most active and progressive 
Old Line companies in the 
Northwestern field. Writing 
business in its home state at the 


rate of $500,000 per month. 


Men of integrity and ability, 
who wish to stay and build for 
the future, will be given liberal 
contracts directly with the 


Home Office. 


We invite correspondence. 


PROVIDENT INSURANCE 
COMPANY 
BISMARCK, NO. DAKOTA 


Ver 




















ACTUARIES | 


_— F. CAMPBELL 


CONSULTING 
ACTUARY 








76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 








NK J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 








ee C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 








J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and all Life In- 
surance Forms Prepared. The Law of 


Insurance a Specialty 
Colcord Bidg. OKLAHOMA CITY 


B hg 


1523 Association Bidg., 
Telephone State 4992 CHICA 








NITCHIE 
ACTUARY 


19S. LaSalle St. 
GO 








CHARLES SEITZ 
* CONSULTING ACTUARY 
Author of 
“System and Accounting” 


209 So. La Salle St. CHICAGO 








REDERIC S. WITHINGTON, F. A. 1. A. 
CONSULTING ACTUA RY 
AND EXAMINER 
402-404 Kraft Building 

DES MOINES, IOWA 

















HOTEL WISCONSIN 


Big Hotel of Milwaukee 
HEADQUARTERS for INSURANCE MEN 














ay iy | IN LIFE INSURANCE 
k for fresh and < 

pen. in the business. $1.50. 

The National Underwriter, 1362 


hange, Chicago. 
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| or, Insurance Exc 
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MODERN BUSINESS GETT 


ING METHODS 





Dix Teachenor, Leader of Home Office 
General Agency of Kansas City Life, 
Explains How He Sells Young Men 


IX TEACHENOR has for a num- 
D ber of months been leading the 

home office agency of the Kansas 
City Life. Mr. Teachenor is compara- 
tively new to the life insurance busi- 
ness. He did a little life insurance 
work for a few months before the war, 
then went to France, and about a year 
ago got back into the work again in 
earnest. Mr. Teachenor is a young 
man who has been out of college only 
a few years. He has been a great ten- 
nis player. During his high school 
days he was Kansas City champion and 
while at college was Missouri Valley 
champion. Mr. Teachenor is small in 
stature, being only 5 feet 3, but he has 
learned how to work. His observa- 
tions on the life insurance business are 
interesting, as are the views of an} 
new man who has made good. 


Athletic Work Taught 

Self-Reliance 

Mr. Teachenor says that 
experience taught him to keep going, no 
matter what happens. He says that a 
tennis player can not win two or three 
sets of tennis and then loaf along and 
take things easy. He must goon. He 
must keep at it hard until the last set 
is finished. The man who expects 
win at work or play must throw his 
full strength into what he is doing. 
Mr: Teachenor says that playing tennis 
taught him to rely on himself. In a 
championship tennis match, the player 
is on his own resources. There is no 
one to help him. He must do it all 
alone. He must think out his own plan 
and execute it himself. His tennis ex- 
perience, Mr. Teachenor says, taught 
him self-reliance, not to lean on others 
for support or advice. 


his athletic 


to 


Believes in Having 

Mark to Reach 

Mr. Teachenor says that getting busi- 
ness is almost wholly a matter of work. 
He starts out in the morning, makes as 
many calls as possible, goes to lunch, 
and works until 5 or 6 o’clock in the 
evening. He is able to average seven 
or eight real interviews a day and for 
many months has sold an average of 
two policies in every three working 


days. Mr. Teachenor is a great be- 
liever in system. He keeps a close 
record of the number of calls, inter- 


views and closed cases. He has on his 
desk before him a record of what he 
did during the same months a year ago. 
This, he says, gives him a mark to 
shoot at. To merely go out and try to 
sell as much business as possible will 
not get the results. Mr. Teachenor 
says that the life salesman must have 
some definite aim, must be striving to 
reach a certain point and must center 
his attention on getting there. The 
record of the month’s work of a year 
ago provides the necessary inspiration 
and the weekly and daily record of 
calls, interviews and closed cases shows 
current progress. “The man who keeps 
a close record of what he is doing has 
no chance of kidding himself,” Mr. 
Teachenor says. “It is easy enough for 
a man to do four or five hours work 
a day and think that he is working him- 
self to death. Many life insurance men 
would be surprised if they could see 
set down in cold type just how much 
they are doing, or rather, how much 
they are not doing.” 


Uses Written Application 
to Get Business 


Mr. Teachenor believes in making 


use. of one written application to get | 


another. 
tion, he asks for 
“This,” Mr. Teachenor s 
old trick I know, but it gets the bust- 
ness. A man is always interested in 
what his friends doing. To be 
a man that you just wrot 
friend is good, but to b« 


to show him the actual application is 
} 


After filling out applica 
[ the name of a friend. 


says, “1 


are 


his close able 


1 whole lot better. There is something 
about exhibiting the application itself 
that influences the prospect. I have 
written case after case in this way and 
it ‘g often possible to keep going from 
one man to another in this manner for 
two or three wecks.” 


Reasons Why Cold Canvass 
Is Undesirable 


Mr. Teachenor does not believe in 
cold canvassing He says that it not 
only cheapens the life insurance sales 
man, but it makes it much harder for 
him to get business. If he comes be 
fore the prospect as a solicitor or ped 
dier, he gets off on the wrong foot 
He does not have the proper introduc 
tion He has too many obstacles to 
sweep away before he can get on the 
right basis with the prospect. Where 


the salesman can show a friend’s ap- 
plication, even though he has never 
seen the prospect before in his life, he 
gets started properly. There is some- 
thing about the application that bridges 
feels 


the gap. The prospect fairly 
friendly toward the agent, despite the 
facg that he is unknown to him. “The 
prospect knows that the agent has 


transacted business with his friend, that 
his friend has confidence in him and 
for this reason he is not distrustful or 
The cold canvasser, Mr. Teach- 


wary. 
enor believes, has too much to over- 
come. It is hard enough to sell life 
insurance under’ favorable’ circum- 


stances, without adding to the burden 
by going about soliciting in an wun 
scientinc manner, 


Young Men Should 

Sell Young Men 

Mr. Teachenor says that young life 
salesmen should sell only 

He has found in his sell- 
ing experience that whenever he talks 
life insurance to an older man, he is 
wasting his time. A business man from 
to 60 years age has established 
his connections. Invariably he 
in the life insurance business 
that he would want to favor in taking 
out life insurance The older man has 
usually been sold life insurance before. 


insurance 
young men, 


10 of 
knows 


someone 


In making additional purchases he 
wants to deal with the original sales 
man. He has his friends, connections 
and favorites and the young man has 
a hard time breaking in 
Can Sell Young 

Man Many Times 

On the contrary, the young Iie 
salesman can approach the young pros 
pect, confident that his man has never 
veen sold before. He can start him 
off. He can sell him his first life in 
surance policy, keep in touch with him 
and resell him time after time He 
can stay with him and add to his line 


as the prospect’s financial condition im 
proves. The agent who the first 
policy and follows the case up with any 
degree of intelligence, has a much bet 
ter chance to close additional business 
than anyone The young life 
salesman who sells young men builds a 
clientele. He makes life insurance 
friends that will be useful to him later 
on. It is not a case of selling one pol 
icy_and the deal being closed, but the 
young man can be called upon again 
and again as time goes on and sold 
any number of additional policies de 
pending on how he has fared in the 
business world. 


sells 


else. 


Endowments Not Best 

For Young Men 

Mr. Teachenor does not believe in 
endowment insurance for young men 
He says that the endowment contract 
loads the young man up heavily 
It places too severe a financial obliga 
tion upon him. If a young unmarried 
man buys an endowment contract and 


too 


WINSHIP ON MONTHLY INCOME 


OHN T. WINSHIP of Michigan, 

formerly commissioner of insurance 

of that state and now superintend- 
ent of the Equitable Life of New York, 
pays a notable tribute to monthly in- 
come life insurance. Mr. Winship in 
this connection says: 

“The reason more life income insur- 
ance is not written is that agents think 
it is harder to sell. This is because 
they contrast the premium deposit with 
the monthly income, and immediately 
come to the conclusion that it is higher 
priced insurance. As a matter of fact, 
many people think so, and I have had 
intelligent men refer to life income in- 
surance as very desirable, if it didn’t 
cost so much! 

“Whenever we meet that attitude we 
should proceed to show by figures that 
the same amount of money will buy 
the same amount of insurance, whether 
on the lump sum basis, the installment 
basis or the life income basis. 


Speaking in Income Terms 


“One feature of the life income idea 
that we do not make enough of to 
ourselves is that this plan enables us to 
write larger policies. If we approach 
the case with the idea that income is 
the true measure of value, we can 
easily show a prospect who thinks that 
$10,000 is a big amount of imsurance, 
that it will produce at best but $500 


income, and if he is switched over to 
the income idea he will not think of 
an income for his wife of less than $100 
a month. In other words, on the in- 
come plan, he will act on a policy twice 
as large as he will on the lump sum 
basis. 

“If a prospect can be made to view 
his insurance from the standpoint of 
its income producing value, it is as easy 
to sell him life income as any other 
kind of protection. 


Small Policies Useful 


“Furthermore, some agents think it 
isn’t worth while to talk income insur- 
ance unless it is a large amount. It 
is worth while. I had an experience in 
connection with a prospect who I knew 
was in the habit of contributing regu- 
larly, in a small way, to the support of 
his two sisters, who had some small 
estate. He was only a well-to-do man, 
not rich. He would not have listened 
to a proposition to buy two policies 
of $5,000 each for these sisters, but a 
proposition that we pay $25 a month 
after his death readily appealed to him, 
and he took such an income policy for 
each sister. Yet he was buying more 
than $5,000 of insurance for each. 

“Emphatically, the agent who culti- 
vates life income insurance will not only 
in most cases serve his client best, but 
will do much for himself.” 


later marries, he finds his life insurance 


policy unsuited to his needs. It has 
to be changed Mr. Teachenor  be- 
lieves it is much the best plan to sell 
a young man an ordinary lle contract 


giving him the maxi- 
for the 
the sort 
satisfac- 
[he prospect will 
some 


in the tirst place, 
mum amount of protection 
money spent, because this is 
of contract that will be most 
tory in later years 
never feel that the agent slipped 
thing over on him, but will rather feel 


} 


that his life insurance needs were an 
ticipated. 

Mr. Teachenor says that the life in- 
surance man who wants to sell large 
number of people and build up a wide 
circle of policyholders must keep in 

ood physical shape Life insurance, 
Mr Teachenor says, requires a lot of 
lez work, as: well as head work, and 


the agent must be in condition to stand 


up under the strat He says that it ts 


1 good idea for an agent to get out of 
the downtown district, where the dis- 
tances between calls are short, and 
olicit a few cases out in the residence 
sections. He believes it is a good 
idea for an agent to walk a mile or 
half mile between prospects once in a 
while, in order to get some exercise 
and collect his thoughts Nothing is 


accomplished, Mr. Teachenor says, by 
rushing from one ¢ to another, and 
it is often to the agent’s disadvantage 
to have prospects located close to each 
other. An agent needs to adjust his 
mind, to give some thought to the pros- 
pect that he is going to call on, and to 
get a little mental preparation before 


presenting himself, 


ast 


Five Arguments for 
Professional Men 


fe USSELL DUANE, counsel for 
Philadelphia Life, in a recent ad- 
to agents of that company, ad- 
them to adhere to the plainest 
kind of language, easily understood by 
every one, in securing business. He 
mentioned five arguments that forcibly 
appeal to professional men in selling 
life insurance to them. 

1. Make it clear that life insurance 
is a sure and certain means of accumu- 
lating an estate. 

2. While the 
mulated it is being 
experts. 

3. If the professional man gets the 
right kind of life insurance, he will get 
back every cent he invested, living or 
dead. 

4. The income from the money in 
vested will serve two purposes. In the 
event of his death, his family will get 
the income with interest. If he lives 
to the maturity of the contract, the in- 
terest will go to the support of the 
widows and orphans of other policy- 
holders. 

5. Every married man _ will either 
outlive his family responsibilities or he 
will not. If he has performed his sol- 
emn duty by obtaining life insurance 
protection, in case of premature death, 


the 


dress 
vised 


accu- 
by 


being 
care 


estate 1s 


taken of 


his responsibilities will be performed 
by the insurance company by provid- 
ing for the education of his children 
and the support of his household. If 
he lives till mature years, the premium 
payments he has made will create a 
fund that will take care of him in his 
old age. 

The professional man needs the 
benefits of life insurance much more 
than any business man, as very few 


acquire a competency. There is quite 
a difference when the treasure box is 
opened after death and reveals a pile 
of life insurance policies, each good for 
its face ‘value in cash, instead of a 
bunch of stocks of uncertain market- 
able value. 
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WILL BECOME FACTOR 
MARYLAND PLANS BIG DRIVE 


With Withdrawal for Disability, Line 
Company Expects to Do Heavy 
Life Business 





BALTIMORE, MD., July 20.—With | 


the turning over of the accident and 
health business to the Maryland Cas- 
ualty on Aug. 1, the Maryland Assur- 
ance is planning a big life business. 
The company is increasing its agency 
force all the time. 

Clarence Stone, who has charge of 
the development work of the company, 
declared today that the new business 


written for the first six months of 1920 | 


showed an increase of over 90 percent 
for the corresponding period in 
In compiling his figures, Mr. Stone 
did not take into consideration the re- 
newals. The record of,the Maryland 
Assurance undoubtedly excels 
other companies so far this year. 
The officers of the company will not 
be changed after Aug. 1, with the ex- 
ception of Vice-President Thompson, 


who has already been made an offi- 
cial of the parent organization. The 
company is spending a great deal of 


money on development work and the 
results are beginning to show. The com- 
pany has passed the period in a com- 
pany’s existence where risks that were 
refused by ympanies are at 
tempted to be smuggled in. A large 
increase of business, with the company 
rapidly forging to the front in life 
business, is looked for by the officials 
of the company. 

The Maryland Assurance has ap- 
pointed five new general agents as fol- 
lows: George L. Rosborough, Jack- 
sonville, Fla.: Albert Weiland, Peru, 
Ill.; Chas. F. Holland, Pekin, IIL; 


other c 


1919. | 


many | 


|} of New 


Samuel E. DeGraw, Port Huron, Mich.; 
Buchan & Herring, Mullins, S. C. 


War Risk Reinstatement Plans 


Further extension of time for the 
reinstating of lapsed or canceled War | 
risk insurance has been announced by | 
Director Cholmeley-Jones. Insurance 
which lapsed or was cancelled prior | 
to July 1, 1920, may be reinstated any 
time up to Jan. 1, 1921, without medi- 
cal examination, provided the applica- | 
tion is made within 18 months suc- 
ceeding discharge or resignation. The 
applicant must state that he is in as} 
good health as at the date of his dis- | 
charge or resignation. 

After Jan. 1, 1921, if the application | 
is made within three months, the ap- 
plicant may be reinstated subject to 
the approval of the director, if he is 
in good health and so states in his 
written application. After three months 
and within six months a short medical 
certificate made at the applicant’s ex- 
pense is required and after six months 
and within 18 months a ful! medica! 
examination is required. 

In all cases the applicant must tender 
at least two monthly premiums on the 
amount of insurance to be reinstated. 


Follows Systematic Plan 


\ prominent machinery manufacturer 
York City, now in his 65th 
year, has long been a firm believer in 
life insurance. He has steadily added 
his coverage and can tell at a glance 
just what each policy has cost him and 
the results derived therefrom. At the 
beginning of each year he figures his 
probable earning capacity for the suc- 
ceeding twelve months and as this in- 
creases and his insurable worth ad- 
vances, takes on further life insurance. 
A detailed statement is kept of the 
record of each policy; the premiums 
paid, dividends earned, cash and loan 
values, extended insurance, etc., so that 


he is constantly informed as to the 


character of his protection. As the 
insurance is all carried in legal reserve 
companies the general result has been 
eminently satisfactory, and the manu- 
facturer has induced many of the men 
in his employ to follow his example in 
this respect. 


Phoenix Mutual’s High Men 


F. B. Miller of St. Louis is the pre- | 


mium leader for the first six months of 
the year in the Phoenix Mutual force. 
T. J. Comer of Pittsburgh is second, 
W. E. Anderson of St. Louis third, A. 


E. Leach of Connecticut fourth, and | 


Cc. C. Bacon of Memphis, fifth. The 
leading manager in point of premium 
receipts is G. M. Kimberly of Baltimore, 
second is W. D. Bowles of Des Moines, 
the third W. W. Williamson of Chicago, 
fourth W. B. Stirviant of Los Angeles, 
and the fifth G. C. Summy of Oklahoma 
City. 


PLEASED WITH DISABILITY CLAUSE 


Agents of the Mutual Life 
themselves as being greatly pleased 
with the new and exceedingly liberal 
disability provision adopted by the 
company, and are confident that it will 
be a great aid in their solicitation of 
new business. The disability provision 
initially adopted by the office and in 
use until recently, was in the nature 
of an experiment, 
siring to feel its way cautiously. Now 
that it has had several years experience 
it feels justified in granting the new and 
vastly more liberal form. 


express 


Life Notes 


James J, Parks, secretary of the Mis- 
souri State Life, was in Texas last week 
from St. Louis, making a tour of the gen- 
eral agencies, and found conditions most 
satisfactory in the Lone Star State. 

Stoughton A, Fletcher, president of 
the Fletcher National bank, the Midvale 
Engine Company and a number of other 
important Indianapolis concerns, has 
taken out $500,000 business insurance 





the management de- | 


BANKS SHUTTING DOWN 





CURTAIL CREDIT; AGENTS HIT 


Those Who Have Been Taking Notes 
For Premiums Rather Seriously 
Handicapped 


One of the principal ways in which 
the curtailing of bank credit is affect- 
ing life insurance men is in the cases 
where a note is taken for the premium 
In the farming sections of the country 
many agents write as much as 90 per 
cent of their business on this basis. 
One Iowa agent writing about $300,000 
in business a year has nearly $3,000 
outstanding on this basis. This agent 
in taking the new policyvholder’s note 
for the premium takes it to his bank 
and puts it up as collateral, signing a 
note himself for the amount 

Bankers are often refusing to give 
new credit of this kind. The agent is 
up against it unless he can persuade 
the policyholder to pay cash—which 


means smaller policies—or else find a 
way to get credit. 
As in the case of the agent above 


mentioned, advantage can be taken of 
the fact that the bank will often renew 
an old note where it will not issue a 
new one on new collateral. If the 
agent can thus substitute new collateral 
on his note before it is due. and then 
renew on the due date, leaving the col- 
lateral then in the bank as security, he 
can write new cases. This does not 
help to increase his credit at the bank, 
but he is abte to keep it from being de- 
creased, as it would be if he paid off 
his note with the proceeds of the pol- 
icvholder’s note, and then when writing 
a new policy asked for the issue of a 
new note on the new collateral. In the 
latter case he would probably meet 
with refusal on the part of the banker. 











generously given.’ 





y= you begin to figure up your earnings and 
recall the several reasons for failures during the 
past year, you then more than any other time keenly 
realize the importance of a helpful constructive home 
office service that trains you to overcome such failures. 


One of the vital elements which makes your day 
profitable is a harmonious working arrangement with 
home office officials and a ‘direct cooperative spirit 


Inter-Southern Life 


JAMES R. DUFFIN, President 


The Close of the Day’s Work 


All this and more we constantly strive to give our 
This coupled with good policy contracts 
and liberal commissions, is an incentive which should 
interest any ambitious agent who wishes to make 
the most of his salesmanship efforts. 


agents. 


We would like to hear from several 
good men for important field positions 


Insurance Company 


LOUISVILLE, KENTUCKY 


























Double Indemnity 
Reducing Premiums 
SEE THE NEW LOW RATES 


BUILD YOUR OWN BUSINESS 


Under Our Direct General Agency Contract 


Our Policies Provide for 


Disability Benefits 


66 BROADWAY 


ORGANIZED 1850 





INSURANCE CO. 





NEW YORK 
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LARGER INDUSTRIAL POLICIES | 





Prosperity Causes Swing in That Di- 
rection Rather Than Switch 
to Ordinary Life 





Reports from industrial companies 


are that business is booming in the in- | 


dustrial line, due to the favorable busi- 
ness conditions. One company reports 
that the average premium is now about 
twice what it used to be, or about 20 
cents a week. Notwithstanding that 
wages have gone up tremendously, the 
companies report that there is just as 
great a demand for industrial insur- 
ance as ever and that ordinary insur- 
ance is not being taken to the extent 
that would be expected, in view of the 
conditions. Men who are 
and $15 a day are still taking out in- 
dustrial policies. 

“It’s in the blood,” as an official re- 
marked. 
up to industrial insurance, and they 
are not taking to the ordinary busi- 
ness and annual premiums very read- 
ily, even though they could easily af- 
ford to pay premiums annually.” The 
tendency is not to transfer to ordinary 
but simply to take larger-sized policies 
on the industrial plan. 





Prudential News 


Baptiste Cecil Johnston, formerly 
sistant superintendent in the St. Paul, 
Minn., district of the Prudential, has been 
appointed superintendent at Saginaw, 
Mich. He entered the service of the Pru- 
dential Jan. 22, 1902, as an agent in 
Cleveland. After four years’ work he 
was made an assistant in Bucyrus, O. 
Then he was appointed agency organizer 
in St. Cloud, Minn. Two years ago he 
was transferred to St. Paul as assistant. 

Philip Hurwitz is the industrial leader 
in New York 5 district of the Prudential. 
Mr. Hurwitz has now bettered his figure 
in industrial for 1919 and bids fair to 
double the amount credited last year. He 
has drawn special salary every week of 
the year 1920. 

Agent John Wiersma of the Grand 
Rapids, Mich., district has entirely elimi- 
nated the arrears on his debit and in- 
creased the advance payments to 254 
percent. In addition to this splendid 
condition of account, he is producing a 
good volume of ordinary net new busi- 
ness, being the district leader in this 
branch, 

Agent Elmer C. Warner of the Chicago 
No. 6 district recently completed 20 years 
of service with the company, and is 
now enrolled in Class “D” of the Pru- 
dential Old Guard. His entire service 
was in Chicago, in the capacity of agent 
and assistant superintendent. 





Conservative Life Promotions 


The Conservative Life of South Bend, 
Ind., announces that W. W. Slater has 
been appointed home office inspector. He 
has been connected with one of the big 
companies, as agent, assistant superin- 
tendent, deputy superintendent and for 
several years past has been doing spe- 
cial work in the east. Harry L. York, 
who started with the Conservative as 
an agent in the South Bend, Ind., dis- 
trict, Aug. 13, 1919, has been made spe- 
cial superintendent. He will be sta- 
tioned at South Bend as assistant to 
Special Home Office Representative J. J. 
McCurdy. H. L. Pingry has also been 
appointed special superintendent, He 
entered the service of the company as 
an agent at Muncie, Ind., May 1, 1919. 
He has been assigned to the Fort Wayne 
district as assistant to W. E. Lum, home 
office inspector. B. H. Wineinger has 
been appointed superintendent at Ko- 
komo, Ind. He has had a good life in- 
surance experience and after the war 
entered the employ of the Standard Oil 
Company at Kokomo as manager. 


G. G. Maurer has been appointed agency 
director for the Rocky Mountain agency 
of the Rankers Life of Des Moines. Mr. 
of the Bankers Life of Des Moines. Mr. 
under the direction of Agency Manager C. 
B. Knight. 


making $10 | 


“People have been educated | 


as- | 


WITH INDUSTRIAL MEN | 





The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 


Insurance Company of Muncie, Ind., has, the 
agent can think favorably of that institution. 

tained through a permanent connection. 
panies that pay the representative in the long run. 


agent who desires to be a general 
Permanent success can only be at- 
The companies that stay are the com- 


WESTERN RESERVE LIFE INSURANCE CO. 


John W. Dragoo, Secretary 


J. H. Leffler, Acting President 
MUNCIE 


Harry H. Orr, General Counsel 


INDIANA 








THE DETROIT LIFE INSURANCE COMPANY 


AGAIN NUMBERED AMONG MICHIGAN’S LEADING COMPANIES 





New Insurance Paid for During 1919..............cscccccccccccccccecccecereceuenceseeses 
Amount of Paid for Insurance in Force December 3ist, 1919 


Admitted Assets, December ist, 1919. .........cccccccccccccccnccnceeenseecccccnsseeeeeeeneeeees “8s 


The above record was accomplished through the efforts of an efficient and capable Agency Organization. 
UNUSUAL OPPORTUNITIES IN MICHIGAN FOR THE WIDE-AWAKE SALESMAN 
Now is the time to join the Agency Force of a well-established and rapidly-growing organization, 
THE DETROIT LIFE, “The Company of Service”—SERVICE established both for the good of Policyholders and Agents. 


We are at your service if you wish to join our ranks. 
men who wish to add materially to their incomes. 


Write direct to 
THE DETROIT LIFE INSURANCE COMPANY, 
M. E. O’Brien, President 


Home Office: 
James D. Baty, Sec. & Treas. 


We have some very attractive Agency propositions to offer to energetic 
Why not get in touch with us, consider the proposition, and then decide? 


Blessed Building, Detroit, Michigan. 








Assets, $3,566,304.16 


dental death, Total and permanent 


Surgical operation benefits, 
Insurance to cover policy loans, 
continuous-Participating. 





JOHN W. COOPER, President 


Our Policy Forms Contain the Following Provisions: 
disability 
Annual dividends, Optional methods of settlement, 
mium loans, Cash loans, Extended insurance, Paid up insurance, Cash surrender values, 
Installments 


CONTINENTAL LIFE INSURANCE COMPANY 


Insurance in Force, $32,000,000.00 


Double Indemnity for acci- 
Partial disability benefits, 
Pre- 


benefits, 


certain-Participating, Installments 


Very Attractive Agency Contracts to Reliable Men 


Kansas City, Missouri 








George Washington Life Insurance Company 





particulars address 





Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We are 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. 


For 


Cc. B. BEAUMONT, State Manager, 2205 E. 83rd St., Cleveland, Ohio 








WANTED 


MANAGERS FOR IMPORTANT DISTRICTS IN OHIO — INDIANA — ILLINOIS — MICHIGAN 


Guaranteed Low Cost Policies. 
Any one of the above is an absolutely first class opportunity. 


As Good as We Can Make Them. 


If your record is clean and you can 


furnish evidence of your ability as a Personal Producer, your application will be considered. 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


The Rookery, Chicago 


O. W. JOHNSON, President 


S. W. GOSS, Vice-Pres. and Agency Mgr, 











Indiana National Life Insurance Co. 


INDIANAPOLIS 


WE AIM TO GIVE THE FULLEST SERVICE TO ALL WITH WHOM WE HAVE RELATIONS 


Our policy contracts are liberal and modern, having many 
features that appeal to agents and prospects. 


Our Home Office is helpful: our agents are pleased with 
the treatment accorded them. 


WE PAY OUR AGENTS WELL WHO DESERVE WELL 
For Territory and Agency Contracts Address C. D. RENICK, President 














THE NATIONAL UNDERWRITER 


str ghe 22, 1920 

















RARE OPPORTUNITY 


GENERAL AGENT 


FOR THE 
STATE OF KANSAS 


A splendid direct Home Office Contract under which a profitable and 
permanent business can be established, is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $68,000,000 OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance Co. 


ST. PAUL MINNESOTA 
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YOU CAN 
INCREASE YOUR LIFE INSURANCE SALES and 
LAND THAT STUBBORN PROSPECT 


With the CONTINENTAL'S new and original combination of LIFE and 
INCOME INSURANCE, offered to the American people for the first time 
on an INCONTESTABLE and NON-CANCELLABLE basis. 

This is without doubt the GREATEST selling plan devised. 

Attractive agency openings in Colorado, Washington, D. C., Illinois, Indiana, 
Michigan, Minnesota, Missouri, Ohio, Pennsylvania, Texas and Vi irginia. 


Address: Combination Service Department. 


CONTINENTAL 
ASSURANCE COMPANY CASUALTY COMPANY 


sells Life Insurance sells Casualty Insurance 
H. G. B. Alexander, President 
General Offices: 910 Michigan Avenue, Chicago, Illinois. 


be bote tere 


Clem Cobo 

















UCCESS IS i : age ea 
ERVICE income will be limited only by your activities. 


A REAL PROPOSITION FOR A REAL MAN 


FEDERAL CASUALTY COMPANY, miciicin 


Cash Capital, $200,000.00 V. D. CLIFF, President 


On Succes OF OUR We have a contract for you under which your 
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Are You Permanently Established? 


White for Territory 
Pennsylvania—Ohio— West Virginia 
PHILADELPHIA LIFE INSURANCE CO. 
PHILADELPHIA 
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Hotel la Salle 


Chicago’s Finest Hotel 





Hotel La Salle has won this 
title with an experienced and 
critical public because of its 
happy blend of old and 
new ideals. 


Hotel La Salle 


answers every modern demand 
in equipment, cuisine and ser- 
vice with nothing lost of old 
fashioned hospitality and home- 
ike comfort. 
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A text book for beginners, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson’s ‘‘Easy Lessons in Life Insurance.”’ $1.00, including Quiz Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicago. ’ 
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3 12 66.86 92.21 90.84 24.51 23.51 
46.71 | 2 67.01 92.38 91.01 25.13 24.13 
$3.38 | 2 67.19 92.57 91.20 25.79 24.79 
4 
phy 26 67.37 92.77 26.47 25.47 
ag oR 67.56 92.98 27.20 26.20 
50.17 | 958 67.75 93.20 27.95 26.95 
29 67.97 93.43 28.77 27.77 
30 68.20 13.67 29.61 28.61 
31 69.44 68.44 93.93 92.56 30.51 
32 69.71 68.71 94.21 92.84 31.46 
33 69.98 68.98 94.51 93.14 32.48 
34 70.29 69.29 94.83 93.46 33.55 
35 70.61 69.61 95.18 93.81 34.69 





5 
5 
5 
5 
5 





59.94 | 
aS ot 41 73.25 72. 96.56 43.34 42.34 
62.11 | 42 73.84 72 97.17 45.16 44.16 
63.25 | 43 74.50 73. 97.83 47.13 46.13 
5.22 74.3 98.57 49.24 48.24 
45 76.02 75. 99.37 61.53 50.53 





65.65 | 46 76.99 75.98 100.25 54.01 53.01 

66.92 | 47 78.04 77. 101.18 56.70 55.70 

68.22 |} 48 79.17 78. 102.17 59.62 58.62 

69.57 |} 49 80.38 79.3 7 103.23 62.83 61.83 

70.97 | 50 81.70 80.7 0 104.36 66.34 65.34 
| 

72.49 “51 83.14 82.14 107.16 105.83 

magn 52 84.70 83.70 108.74 107.41 

on 2 53 86.41 85.41 110.45 109.13 

75.48 | 54 88.27 87.27 112.30 110.99 

78.77 55 90.31 89.31 114.33 113.02. .... 

o.4e 

80.52 Plans Regional Schools 

82.34 | Regional schools of instruction for its 

84.23 | sale force are contemplated by the Bank- 


9 
86.22 | ers Life of Des Moines. The districts 
and locations of the schools are to be 
as follows: Eastern district, Atlantic 
oo-82 City; Chicago district, Milwaukee; Mid- 
EO west district, Des Moines; Southwest dis- 
98.71 | trict, Galveston; Pacific coast district, 
San Francisco. 
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